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UNDERWRITING 
SITUATION BRIGHTER 


TO FORM AGENCY 
ASSOCIATION 


Industrial Insurance Men Agree on 
Advisability of Proposed Body 


OUTSTANDING DEVELOPMENT IN 
BUSINESS 


Suggested Organization Would Operate 
Like Life Agency Officers in Ordinary 
Field 
[By a STAFF CorRESPONDENT] 
Hartrorp, Conn., May 23.—The outstanding 
development in industrial life insurance com- 
pany operation during recent years came here 
at the Hotel Bond tonight when, at a dinner 
meeting, a group of agency managers and of- 
ficials of companies writing industrial business 
crystallized their long-felt need of an organiza- 
tion which would aid in the training of agents 
by taking the first step toward the formation 
of a committee to handle the entire problem of 

the inception of such an association. 

J. J. Doyle, publicity manager of the Western 
and Southern Life Insurance Company of Cin- 
cinnati, was selected by the gathering, over 
which he acted as chairman, to head the organ- 
ization committee which he will pick. The din- 
ner meeting was held originally as a group ses- 
sion of the Insurance Advertising Conference 
in convention here, but it was not long before 
it became apparent that what the men present 
had gathered for was not a discussion of insur- 
ance advertising but rather an expression of 
their belief that what their business needed was 
an agency organization, participated in by the 
agency directors of industrial life and indus- 
trial health and accident insurance companies 
which would function similarly to the Life 
Agency Officers in the ordinary life field. It is 
evidently not the intention to have any of the 
strictly advertising or publicity men of the in- 
dustrial companies in the proposed association, 
but to have it for the benefit of co-operation 
and exchange of agency development ideas be- 
tween executives charged with such duties in in- 
dustrial companies. This would not, however, 
in any way affect the Insurance Advertising 
Conference memberships of the industrial com- 
panies, but would be an entirely separate or- 
ganization from that body having different ends 
in view and dealing with different topics. 

The committee, to be headed by Mr. Doyle, 
will draft the plan of the new organization and 
it will be submitted to the about 108 companies 
in the industrial business for approval and for 
their decision as to membership participation. 
It was suggested that a conference, to be at- 
tended by all the industrial companies, be held 
some time in the late fall, at which the proposed 
association would take definite shape. 

Discussion of the idea was participated in by 


(Concluded on page 10) 


INSURANCE ADVERTISING 
CONFERENCE 


Fifth Annual Convention Held in 
Hartford 


CLIFFORD ELVINS MADE PRESIDENT 


Insurance Journal Trophy Won by London 
Guarantee and Accident Company 


[By a STAFF CORRESPONDENT] 


Hartrorp, Conn., May 25.—Typical New Eng- 
land rain and fog marred whatever entertain- 
ment features had been arranged for the fifth 
annual convention of the Insurance Advertising 
Conference which closed its three-day meeting 
here at the Hotel Bond this morning; but the 
weather only served to intensify the attendance 
at all business sessions of what was a remark- 
ably enthusiastic and workmanlike gathering. 
The more than one hundred delegates obviously 
realized the importance of their positions as 


CLIFFORD ELVINS 


President, Insurance Advertising Conference 


interpreters of insurance to the public and to 
their companies’ representatives, and shared their 
experiences for the common good in a series of 
sessions that were distinguished by attention to 
the subject at hand. Detailed stories of the 
events of the several days are contained re- 
spectively in the fire, life and casualty and 
surety news pages of this issue of THE Spec- 
TATOR. 

The Conference convention came to an end 
with the election of officers, which resulted in 
the selection of Clifford Elvins, advertising 


(Concluded on page 30) 
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Wilfred Kurth Finds Encouragement 
in Outlook Over Last Year 


ADDRESS TO NATIONAL BOARD 


Finds Fire Losses Increasing Despite Every 
Effort of Companies to Spread Doc- 
trine of Fire Prevention 


In his annual address as president of the Na- 
tional Board of Fire Underwriters, Wilfred 
Kurth, vice-president of the Home Insurance 
Company, discussed underwriting conditions in 
part as follows: 


A year ago, upon the occasion of the comple- 
tion of sixty years of the life and activities of 
the National Board, it was pointed out in the 
President’s address that, despite the immense 
development of fire undrewriting in this coun- 
try during that long period of years, the fire 
insurance companies of today are still confronted 
by essentially the same situation and the same 
fundamental problems which were causing solici- 
tude at the beginning of the Board’s history and 
which, in fact, were largely responsible for its 
organization, namely, excessive fire losses and a 
premium income inadequate to leave a reason- 
able underwriting profit after the payment of 
these losses and the necessary expenses of op- 
eration. From the underwriting experience of 
the member companies for the five years from 
1921 to 1925 it was demonstrated that, if the 
country’s fire losses are to continue in the mag- 


‘nitude that seems to have become the rule in 


recent years, the aggregate premium income oi 
the companies from their fire and lightning 
business must be increased by at least $50,000,- 
000 annually to enable them to secure that 
measure of underwriting profit which has been 
established as reasonable by the National Con- 
vention of Insurance Commissioners. The diffi- 
culties involved in the effectuation of this great 
but necessary change in the operating position 
of the companies were freely conceded, but at- 
tention was called to the essential impermanence 
of a state of affairs in which the companies as 
a body steadily incur losses in their underwrit- 
ing and must depend upon an enhancement of the 
market value of their security holdings to safe- 
guard them against crippling financial deficits. 
Hence the unavoidable conclusion was empha- 
sized that not only the welfare of the companies 
themselves but still more the maintenance of 
their indispensable service to the community 
imperatively requires that the causes of the com- 
panies’ unsatisfactory underwriting results 
should be promptly ascertained and remedies for 
them resolutely devised and applied. Finally, 
suggestions were made as to the directions in 
which effort seemed likely to be fruitful in the 
way of bringing about the needed improvement. 

The matters thus brought to the attention of 
the Board at its annual meeting last year have 
been earnestly discussed by the membership dur- 
ing the past twelvemonth, and it is highly grati- 
fying to note that there are unmistakable evi- 
dences that the discussion has not been without 
concrete results. This does not appear so much 
from the actual underwriting experience of the 
companies in 1926, since unhappily the fire and 
lightning figures reported to the National Board 


(Concluded on page 15) 
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DO not know just how much capital life in- 
surance men can make out of the news that 
one of the New York te Paris hopefuls is still 
in that class because he insisted that his wife 
be properly taken care of financially in the 
event of his death. 
x k * 
HE name of Captain Charles Lindbergh is 
s 4 on everybody’s lips and his activities con- 
tinue to form front page news for all the news- 
papers. The intrepid captain has already re- 
ceived far more publicity than has ever been 
given to any man in the history of civilization 
and the end is not yet, in fact it seems to be 
only the beginning. Sunday I picked up the 
New York Herald Tribune and the first three 
pages were solidly occupied with stories about 
him. Clipping bureaus report that the death 
of President Wilson and the discovery of the 
North Pole by Peary were minor events in the 
light of the amount of ink consumed in print- 
ing tales of the new international hero. Incom- 
menting upon his feat I am in accord with the 
sentiments expressed by J. Elliot Hall, general 
agent in New York of the Penn Mutual Life 
Insurance Company, in the course of an address 
before the Pennsylvania Insurance Day audi- 
ence in Philadelphia early this week. Mr. Hall 
pointed out that Lindbergh laid out a definite 
plan, stayed with it from beginning to end, al- 
lowing nothing to interfere with it and consis- 
tently refusing to deviate from it in the slight- 
est degree. He knew exactly what he wanted 
to do, how he wanted to do it—and he did it. 
Thereby he achieved astounding success. The 
captain had a good many “breaks,” it is true, 
but so did Bertaud and Chamberlin—and they 
are still in America. “Breaks” are of little use 
to the man not fully prepared to take advantage 
of them. 
* ok x 
D. BUSER, home office general agent of 
* the Fidelity Mutual Life Insurance Com- 
pany of Philadelphia, found himself extremely 
busy this week. A vice-president of the In- 
surance Federation of Pennsylvania, he was 
prominent in organizing the Pennsylvania In- 
surance Days program and in carrying it out. 
Concurrently the Knight Templars were hold- 
ing a big conclave in the city and Mr. Buser is 
also one of them. He told me that he was lovk- 
ing after about forty friends in the two gather- 
ings, as well as attending to his official duties. 
When I asked him about his office he just threw 
up his hands. 
* * * 
NEW plan of group insurance under which 
A practically all the 14,000 employees of 
Montgomery Ward & Company are insured for 
amounts ranging from $1000 to $2500, accord- 
ing to length of service at a cost of only 15 
cents a week to each employee has been inaugu- 
rated. The plan involves $10,000,000, the Equi- 
table Life of New York being the underwriter. 


SYCHOLOGY was injected into the meet- 

ing of the Insurance Advertising Confer- 
ence in Hartford this week by Clarence A. 
Palmer, advertising manager for the Indemnity 
Insurance Company of North America, and its 
parent fire company, both of Philadelphia. Mr. 
Palmer talked on “Non-Scare vs. Scare Ad- 
vertising” and illustrated one of his points by 
pointing out that the small boy who is afraid 
of the boogey man soon grows up to realize 
that that chimera does not exist and, thereafter, 
“has to be shown.” Giving this the insurance 
twist, Mr. Palmer said: “None can say there’s 
no such thing as a fire or an automobile acci- 
dent, nor death in this mortal span at least. 
But the insurance company is taking its story 
of protection against these realities to a grown- 
up world—a world that can be reasoned with 
but, on the whole, has a pretty husky ‘bah’ 
for the scare.” In other words, when you ad- 
vertise, coax ’em, don’t scare ’em. 


*x* * * 


S Meister who are interested in voting per- 

centages may find something to figure 
about in the fact that the members of the 
Health and Accident Underwriters Conference, 
selecting a place for their annual meeting, cast 
59 votes for first choice and 57 for second 
choice. Of the 59 for first choice, 36 voted 
for holding the convention in Toronto and that 
city won. The dates are September 15, 16 and 
17 and the place is the King Edward Hotel. 
New Orleans got 18 votes for second choice. 


* * * 


F you happen to be interested in bits of 

Americana, add to your collection the fol- 
lowing copy of the first legal writ issued in 
Breathitt county, Ky.: 

“I, Jackson Terry, Hi Official Magistrate. 
Squire and Justice of the Peace, do hereby isu 
the following rit against Henerson Harris, 
charging him with assalt and battery and the 
breach of the peace on his bruthern law Tom 
Fox by name, this warnt cuses him of kicken 
bitin and scratching, and thron rocks ann doin 
everything that was mean contrary to the law 
in the State of Jetts creek and aforesaid. 


“This warnt otherwise the hi constable, Miles 
Terry, by name, to go forthwith and forthcomin 
and rest the sed Henerson Harris, and bring 
him too bee delt with accordin to the law of 
Jetts creek and aforesed, This warnt othorises 
th hy constable, to tak him wher he finds him, 
on the hil side as wel as in the level, to take 
him where he aint as wel as whar he is, and 
bring him to be delt with accordin to the laws 
of Jetts creek and aforesed, 


Jackson Terry, 


“Hi constable, Magistrit and Squire and 
Justice of pece of State of Jetts creek 
aforesed.” 


POAC governments are so con- 

stituted as to allow the spread-eagle type 
to be handclapped to popularity while the mod- 
est, hard working public servant bolsters up the 
machinery of state from his corner of obscurity, 
Occasionally, however, in this rather unappre- 
ciative world of ours, merit is surprised by find- 
ing its own reward. 

On Tuesday of last week, Thomas P. Brophy, 
chief fire marshal of New York city, was the 
guest of honor at a surprise function held at 
the Hotel McAlpin. In recognition of twenty 
years of beneficial service, completed on May 
17, the chief was presented with an engraved 
gold badge, studded with diamonds. To his 
host of friends, this bit of news will bring a 
genuine thrill of pleasure, for no public official 
in the metropolis of the East can point to a 
record more deserving of commendation. 

Always a dynamic personality, Chief Brophy 
is a man of sterling character. Keenly inter- 
ested in his work of exterminating the firebug, 
he has attended his duties in a manner the es- 
sence of which is perseverance. Time com- 
prises no part of his existence, a fact attested 
to by the many sleepless nights spent investi- 
gating fires and their origin—entire nights spent 
at fires is a matter of common occurrence, in- 
cidentally. The chief abhors publicity (mea 
culpa!) and prefers to serve his city without be- 
ing molested by the prying noses of busybodies. 
The first time I came in contact with Chief 
Brophy, I carried away an indelible impression 
that he was no respecter of persons—race, 
creed, color or political faith fade into oblivion 
when placed beside his tenacity to duty. 

The chief has attained his greatest success 
with pyromaniacs. He is also responsible for 
the eradication of several infamous gangs of 
professional incendiaries. In his investigation 
along these lines, his experience in the news- 
paper field has been of inestimable value, giving 
his investigations a background of scientific 
analysis, conciseness and accuracy. 

During the late war, Chief. Brophy gave in- 
valuable aid to various secret service agencies 
of the United States Government, particularly 
in the investigation of fires on vessels in New 
York harbor and along the piers. He has at 
all times fully co-operated with police and fire 
departments of other cities concerning the 
movement of firebugs and his success in this re- 
spect has called forth the admiration of officials 
of other States who he has aided. 

The extermination of arson is the nucleus of 
Chief Brophy’s work and, to further accomplish 
his task, he has built up an admirable organiza- 
tion headed by Deputy Chief Fire Marshal 
John P. Prial and John McGough, the chief's 
stalwart and efficient acting chief assistant fire 
marshal. 

To those members of the insurance profes- 
sion who know the chief, he needs no laudatory 
introduction. 
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THE DEATH RATE 
HE mortality experienced by ninety 
of ‘the leading ordinary life insur- 
ance companies of the United States was 
not unfavorable, in its general average, in 
1926 as compared with the results of the 
same companies in 1925. ‘This is indi- 
cated by the accompanying table showing 
the death rate percent of ninety life in- 
surance companies from 1907 to 1926, 
inclusive. The rate for 1926 was 0.78 
per cent, while that for 1925 was 0.73 
per cent. While an idea may be gathered 
from the comparative results of the two 
years that there was a rise in the mor- 
tality, the fact that the ratio for 1925 is 
lower than any other year in the entire 
twenty-year period would rather indicate 
that the mortality experienced in 1925 
was exceptional. 

It is understood, of course, that the 
very best means of testing the mortality 
experience is by the consideration of the 
relation which the actual mortality of a 
company bears to the expected mortality, 
according to the tables in use. At the 
present time, however, with the prevailing 
discrepancies between the actual mortality 
in general experience, and the expected 
as indicated by the American Experience 
Table, the general trend of mortality in 
so far as it applies to life insurance, is 
about as well depicted by the death rate 
as by the ratio of actual to expected mor- 
tality. 

It will be understood in connection with 
the death rate that there must be taken 
into consideration the varying circum- 


stances of each company, such as its age, 
the kind of business it writes, and the 
localities in which it operates. As is well 
known, the increasing age of the company 
causes an increasing death rate unless it 
is kept down by a large accession of new 
blood. 

As dividends in life insurance depend 
largely on a saving effected in mortality, 
the lower the actual mortality, the more 
profit is shown and a higher dividend is 
the result. The low rate of insurance 
terminated by death in the past few years 
is of interest to policyholders because it 
foreshadows, all other things being equal, 
a continuance of the scale of dividends 
on their policies. 

In the table referred to, there are pre- 
sented the death rates of ninety com- 
panies, year by year, for twenty years, 
together with averages for the four quin- 
quennial periods and for the entire 
twenty-year period from 1907 to 1926, 
inclusive. The percentages are found by 
taking the annual terminations by death as 
a dividend and the mean insurance in 
force as the divisor. The data used in 
compiling the table have been taken from 
the results of the various companies as 
made annually to the different insurance 
departments. 


HE daring and successful feat accom- 

plished by Capt.Charles A. Lindbergh 
in making a non-stop flight from New 
York to Paris in the monoplane named 
‘The Spirit of St. Louis, brings nearer the 
day when commercial transatlantic air- 
lines will be in use. Capt. Lindbergh ex- 
presses the opinion that it is only a ques- 
tion of money, and that if sufficient funds 
are available to make proper preparations, 
transatlantic flying can become a regular 
mode of transportation. In view of this, 
it behooves the insurance companies to 
prepare to provide the various forms of 
indemnity contracts which such travel and 
commerce will require. 


Fidelity Mutual’s New Policy 

The Fidelity Mutual Life Insurance Com- 
pany of Philadelphia, Penna., has announced 
some changes in its policy forms. A new pol- 
icy, known as the retirement income policy, 
is a form of deferred annuity contract provid- 
ing for the annuity to begin at ages 55, 60, 65 
or 70, as the insured may select. New limits 
on disability are also announced in the new 
edition of its agency manual. 
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WILLIAM ALEXANDER RECOVERS 
HEALTH 
Secretary of the Equitable Life of New 
York Is Again at His Desk in Fine 
Condition 

The numerous insurance friends of William 
Alexander, secretary of the Equitable Life As- 
surance Society of the United States, New 
York, will be pleased to learn of his complete 
restoration to health. Following his illness of 
last winter, he made a trip embracing a few 
weeks to the West Indies, from which he re- 
turned much recuperated. 

After spending several weeks busily engaged 
in office work, he sailed for Italy about five 
weeks ago and joined his family there. During 
the past week, Mr. Alexander returned to New 
York by the Italian Steamship Line and is again 
at his desk, in fine condition in every way and 
eager for work. 

Mr. Alexander is recognized as one of the 
world’s leaders among writers on life insurance 
topics. The Alexander Life Insurance Course 
is well-known in the insurance world and 
embraces: What Life Insurance Is and What 
It Does, How to Sell Insurance, Art of In- 
surance Salesmanship, Income Insurance for 
Family Protection and One Hundred Ways of 
Canvassing. This valuable course has enjoyed 
a wide sale. Mr. Alexander’s most recent 
works are The Successful Agent, which is re- 
garded as a supplementary volume to the Life 
Insurance Course, for well-advanced agents, 
and Life Insurance Simply Explained, which 
is a few hours’ lesson on the fundamentals of 
the life insurance business. Other interesting 
works by Mr. Alexander are Insurance Fables 
for Life Underwriters and Life Insurance 
Fables for the Man in the Street. 

Mr. Alexander is fortunate in not only be- 
ing able to express facts and his thoughts in a 
most attractive and convincing manner, but in 
having enjoyed exceptional opportunities for 
absorbing knowledge, which he has made of 
great service to life insurance men. 


Equitable Life’s Hundredth School 

Cuicaco, Itt., May 23.—Under the leader- 
ship of the Chicago general agents and branch 
managers, the “alumni” throughout the coun- 
try of the Equitable Life Assurance Society’s 
schools of instruction hit the firing line for five 
days last week in honor of the one-hundredth 
school which was held here. The special cam- 
paign ended simultaneously with the end of 
the school and a huge celebration banquet was 
held on Saturday night at the Congress to 
honor Dr. George B. VanArsdall, the director 
of the schools. 

Telegraphic reports of the centenary cam- 
paign showed that over 1500 of the school grad- 
uates had produced over $26,000,000 of new 
business in the five days. Also attending the 
banquet were Vice-Presidents John A. Stev- 


.enson and Frank Davis, William Fitting, super- 


intendent of agents, and the 120 centenary class 
men. These men had pledged $5,000,000 of new 
business for the duration of the school but this 
was exceeded by $697,835. They wrote 532 
applications. 





Life Insurance 


THE “SPECTATOR 


Thursday 








Policy Brief Proves Valuable to Insured 

One of the most unusual and effective ser- 
vices of the American Central Life Insurance 
Company, of Indianapolis, is the company’s 
“policy brief.” The brief is a form which is 
sent to the policyholder about five months after 
the issuance of the contract. It is worded in 
simple language and outlines the essential fea- 
tures of the insured’s coverage. It is particu- 
larly convenient for those whose policies are 
kept in safety deposit boxes, where they are 
not handily available for frequent reference. 

Among the items given in the brief are the 
amount of annual premium, the number of years 
the premium is payable, the name of the bene- 
ficiary and other vital data. 

Field representatives of the company have 
found the brief a real builder of good will and 
a great aid in conserving their business. The 
brief also accomplishes another desirable pur- 
pose by bringing the insured to realize the kind 
of a policy he holds and what it provides for 
him and his dependents. 

The establishing of this service of the Amer- 
ican Central is indicative of the fact that in- 
surance companies throughout the country are 
turning more and more attention and energy 
to the matter of impressing upon the insuring 
public the importance of retaining protection, 
once it has been provided. 


Metropolitan Life Dividends 

Dividends approximately $30,000,000 have 
been authorized by the Metropolitan Life In- 
surance Company for distribution in 1927 among 
its ordinary policyholders. This represents an 
increase of 25 per cent over a similar distribu- 
tion made in 1926, and is due both to the larger 
number of policies in force and a generous in- 
crease in the 1927 dividend scale. 

Announcement of the dividend distribution 
was made by Haley Fiske, president of the 
Metropolitan Life Insurance Company, who 
said: 

A special feature of the Metropolitan divi- 
dends is that, in addition to the payment of 
regular dividends, maturity and mortuary divi- 


dends are paid. In this practice the company 
stands alone among life insurance companies. 


Manly Month With the Indianapolis Life 

May is Manly Month with the Indianapolis 
Life Insurance Company, and the agency staff 
is putting forth its best efforts to eclipse its 
previous records and write $3,000,000 of new 
business this month. On May 28 President 
Frank P. Manly will give a birthday party, 
celebrating the twenty-second anniversary of his 
first connection with the company, which has 
now over $68,000,000 of business on its books. 
The company has grown steadily, adhering to 
correct business principles, and gives promise 
of a long and useful future, with a constantly 
increasing clientele. 


Executive Secretary of Boston Association 
Resigns to Sell Life Insurance 
Boston, Mass., May 16.—William E. Col- 
lins, executive secretary of the Boston Life 
Underwriters Association, will resign his of- 
ficial connection with the Association next July 

to go into the selling end of the business. 


The Ohio Tax Increase Hearing 

Cotumsus, Onto., May 23.—The Myers 
House Bill, five hundred twelve, increasing the 
tax on foreign insurance companies from two 
and one-half per cent to three per cent, was 
protected to the governor at a hearing to-day 
attended by several hundred insurance men. 
Judge Harry L. Conn, formerly member of the 
Supreme Court of Ohio, and subsequently 
Superintendent of Insurance, made the argu- 
ment against the bill, and cited a number of 
cases showing the bill is unconstitutional un- 
der the State constitution, as well as the Fed- 
eral Constitution. George B. Chandler, secre- 
tary of the Ohio Chamber of Commerce; A. I. 
Vorys and C. A. Mooney, of Cleveland, also 
spoke against the bill. 


Dr. J. W. Hairgrove With American 
Bankers 


President F. H. Rowe, of the American 
Bankers Insurance Company, Chicago, has an- 
nounced the appointment of Dr. J. W. Hair. 
grove of Jacksonville, Ill., as medical director 
of the company, to succeed Dr. Myron W, 
Snell, deceased. Dr. Hairgrove is a physician 
and surgeon of wide and long experience, and 
has for years specialized as an insurance ex- 
aminer. 


Death of Colonel Henry F. White 
Colonel Henry F. White, former treasurer 
of the Northwestern National Life, ‘died in 
Hollywood, Calif., recently. 
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BRIEF POINTERS GIVEN 


Hugh D. Hart and M. Albert Linton 
Speakers at Philadelphia 








PROGRAMS MUST BE SIMPLE 





Life Insurance Trust Has Wide Appeal 
Because Life Contingencies Cannot 
Be Foreseen, Says Provident 
Mutual Vice-President 
[By a STAFF CoRRESPONDENT] 


PHILADELPHIA, PENNA., May 23.—Hugh D. 
Hart, of Hart & Eubank, general agents in N. 
Y., of the AXtna Life Insurance Company, was 
a speaker of today’s life insurance session of 
Philadelphia Insurance Days. He spoke ex- 
tremely briefly on the subject “Program Life 
Insurance.” He first made the point that in 
the formation of programs the agent must em- 
ploy simplicity. He pointed out that it is a 
very simple thing to program a man of large 
and ample income, who can easily meet every 
necessary contingency, but that it is most dif- 
ficult to provide a budget for the man of mod- 
erate means which will meet his needs and not 
be a burden to him. Such programs must be 
reduced to fundamentals. 

Mr. Hart said that in using programs every 
effort should be made to inculcate into the pros- 
pect a new conception of life insurance; namely, 
that every premium paid is a step nearer the at- 
tainment of his goal in life. Premiums should 
not be regarded as a burden forced upon him. 

M. Albert Linton, vice-president of the 
Provident Mutual, spoke on life insurance 
trusts. In his address he outlined a new use for 
the life insurance trust as follows: 


Many of us desire to provide means to give 
our children a college education. However, 
are we perhaps tending to overlook the fact that 
despite this desire on the part of parents many 
children are unable to enter college or, having 
entered college, to stay there? In the May 
American Magazine, President . Faunce of 
Brown University states in an interview that in 
some long established large educational institu- 
tions as many as 60 per cent of the boys who 
enter, fail to graduate. Throughout the coun- 
try, of course, many thousands attempt each 
year to enter college and are unsuccessful. Un- 
der the life insurance trust arrangement a wide 
latitude of discretion may be given to the trust 
company. If the child goes to college and re- 
mains in college, then requisite payments out 
of principal can be made by the trust company 
as they are needed. If the funds are not needed 
for college, the principal may be conserved until 
a later date. Again, no one can foresee the cost 
of a college education ten or twenty years hence. 
Those who in pre-war days made inflexible ar- 
rangements for the college education of their 
children who were then young, probably have 
not provided enough to meet present-day prices. 
The depreciation of the dollar has thrown the 
calculations out of gear. The situation could 
have been adequately met if a sufficient amount 
of insurance had been left in the care of a trust 
company with power to use principal in its dis- 
cretion to meet the educational needs as they 
arose. 


In concluding his talk on this subject, Mr. 
Linton advised that one of the best methods of 
approach is to discuss the prospect’s will with 
him. This often brings out the need for new 
life insurance and will usually bring into the 
transaction the aid of the trust officer of his 
bank. 





Cc. A. Foeh! Honored 

Leaders among life insurance men in the 
East joined recently in honoring Charles A. 
Foehl, ordinary manager for the Prudential 
of Newark in New York city, at a dinner at 
the Hotel McAlpin. The occasion marked the 
twenty-fifth anniversary of Mr. Foehl’s affilia- 
tion with the Prudential, and in recognition of 
his successful rounding out of a quarter-cen- 
tury, many of the company’s executives at- 
tended. These home office representatives in- 
cluded Edward D. Duffield, president; Franklin 
D’Olier, George W. Munsick and Edward 
Gray, vice-presidents; Henry B. Sutphen, as- 
sistant secretary; Dr. J. Allen Patton, medical 
director; E. S. Andrews, supervisor of field 
instruction; James F. Little, associate actuary ; 
W. D. Lemon, manager F. E. Boyd, super- 
visor, and Frederic H. Yeomans, assistant 
supervisor. : 

In addition to Mr. Duffield and the other 
Prudential executives, Charles B. Knight, New 
York manager of the Union Central Life, and 
Graham C. Wells, manager of the Provident 
Mutual, former associates of Mr. Foehl’s, also 
spoke. The Prudential’s ordinary managers 
were represented among the speakers by Frank 
C. Pierson, manager of the Pittsburgh office, 
who was the first Prudential associate of the 
guest of honor. Other Prudential managers 
attending the dinner were: A. C. Williamson, 
of Philadelphia W. A. McGeorge, of Brooklyn, 
and Van Vlief and Keer, of Newark. 


Texas Law Exempts Life Insurance from 


Liability for Debts of Beneficiary or 
Insured 


H. M. Hargrove, president of the San 
Jacinto Life Insurance Company, of Beaumont, 
Tex., in an article in the organ of his company, 
The San Jacinto Review, makes the following 
statement regarding Texas Senate Bill No. 
438, which was passed without a dissenting 
vote: 


This sound law is in harmony in its pro- 
visions and purposes with the policy in most 
States—especially those States whose insurance 
history ante-dates by many years our own 
experience in that field—to exempt the proceeds 
of life insurance contracts from liability for 
the debts of the beneficiary or insured. It 
should and in time niust take high rank among 
those constitutional and statutory provisions 
our people have established and revered so 
zealously as to be regarded all but sacred. Our 
homestead law and workmen’s compensation act 
cannot be more far-reaching, nor more inti- 
mately touch our people as a whole than this 
wholesome and most humane insurance law. 
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ACTUARIES MEET 


Officers of American Society All 
Re-elected 








DISCUSSIONS FIRST DAY 





Number of Papers on Technical Subjects— 
Big Attendance Out 


Edward E. Rhodes, vice-president of the Mu- 
tual Benefit Life Insurance Company, was re- 
elected president of the Actuarial Society of 
America at its annual meeting, held Thurs- 
day and Friday of last week at the Hotel Astor, 
New York. Other officers as follows were 
also re-elected: Wendell M. Strong, vice- 
president; M. Albert Linton, vice-president; 
John S. Thompson, secretary; David G. Alsop, 
treasurer; John M. Laird, editor. 

New election to the council for a three-year 
term were as follows: John G. Parker, act- 
uary, Imperial Life of Toronto; J. S. Elston, 
assistant actuary, Travelers; E. E. Cammack, 
vice-president, Aitna Life; Valentine Howell, 
associate actuary, Guardian Life. 

Nearly the entire first day of the meeting 
was occupied in discussions of an executive 
nature. A previously prepared agenda con- 
tained a list of pertinent and interesting sub- 
jects. 

Six papers were presented at the meeting. 
Arthur Hunter, third vice-president of the New 
York Life Insurance Company, outlined the 
experience of his company in female and sub- 
standard risks in tropical and semi-tropical 
countries. A review of this paper will be 
found elsewhere in this issue. Ralph Keffer, 
assistant actuary of the Aétna Life, presented 
an investigation of group sickness insurance 
based on the experience of the AZtna Life from 
1920 to 1925 inclusive. A higher rate than un- 
der commercial policies was shown. W. G. 
Bowerman, of the New York Life, supple- 
mented the 1925 joint investigation on blood 
pressure with a study entitled Blood Pressure 
by Build, When Build Is Measured from Best 
Weight Rather Than Average Weight. An 
annuity table complying with the requirements 
of the new Canadian valuation standard was 
discussed by C. D. Rutherford, assistant actu- 
ary of the Sun Life Assurance Company of 
Canada. B. T. Holmes discussed the Deriva- 
tion of Central Difference Formulas, and M. R. 
Hollenberg, of Woodward, Fondiller & Ryan, 
the Differential Coefficients of Annuities and 
Assurances when the Rates of Interest Is the 
Variable, and a Practical Use of Their Prop- 
erties. 


Missouri State’s New Branch Office 
Cuicaco, Itt., May 23—The Missouri State 
Life has opened an additional branch office on 
the south side of Chicago to be in charge of 
W. C. Peck as manager. Mr. Peck has been 
with the company since 1921. 
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THE ATNA PLAN, write to} 
our Agency Department at Hartford. 
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and affiliated companies 
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THE DEATH RATE PER CENT OF MEAN INSURANCE IN FORCE OF NINETY LIFE INSURANCE COMPANIES, 1907 TO 1926, 
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INCLUSIVE 
“_—_ oe | 
| AVERAGES 
9 | 
COMPANIES. 1907 | 1908 | 1909 | 1910 | 1911 | 1912 | 1913 | 1914 | 1915 | 1916 |1917 | 1918 | 1919 | 1920 |1921 |1922 [1923 [1924 ta re | toot 1912 | 1917 | 1922 | 1907 
| to to to to 
| | 1911 | 1916 | 1921 | 1926 | 1926 
er, ey SS ae ee Sean hy do ‘ae Saal Genes CNS! anes MERE BREA leaies: eld BERS Sie GOH GA SPE ues we) we 
Miha Lilt... s.- dees ccs. I 30 | 1.22 | 1.27 | 1.29 | 1.24 1.29 | 1.18 1.35 | 1.24 | 1.38 | I-19 | 1.46 | 1.05 | 0.95 | 0 82 0.96 | 0.67 | 0.91 | 0.84 | 0.86 | 1.27 | 1.22 | I.02 | 0.90 | 1.06 
American Central....... 0.39 | 0.53 | 0.49 | 0.48 | 0.68 | 0.58 | 0.56 | 0.64 | 0.74 | 0.65 | 0.57 | 1.22 | 0.80 | 0.52 | 0.66 | 0.57 | 0.54 | 0.63 | 0.62 | 0.93 | 0.52 | 0.64 | 0.72 | 0.73 o 60 
Atlantic Life..... eaetee 0.47 | 1.23 | 1.00 | 0.85 | 0.59 | 0.93 | 0.64 | 0.53 | 0.71 | 0.72 | 0.54 | 1.13 | 0.55 | 0.61 | 0.48 | O51 0.67 | 0.59 } 0.54 | 0.73 | 0-86 | 0.69 | 0.67 | 0.63 | 0 60 
Baltimore Life.......... 0.51 | 0.71 | 0.66 | 0.81 | 0.64 | 0.69 | 0 54 | 0.78 | 0.91 | 0.76 | 0.62 | 1.42 | 0.90 | 0.68 | 0.67 | 0.67 | 0.79 | 0.73 | 0.72 | 0.77 0.69 | 0.75 | 0.83 | 0.74 | 0.76 
Bankers, Neb........... 0.37 | 0.32 | 0 51 | 0.35 | 0.30 | 0.35 | 0.36 | 0.47 | 0.36 | 0.38 | 0.41 | 0.91 | 0.50 | 0.47 | 0 32 | O 40 | 0.40 | 0.40 | O.5I | 0.40 | 0-37 | 0.36 | 0.51 | 0.43 | 0-43 
Bankers Reserve........ 0.38 | 0.38 | 0,37 | 0.43 | 0-38 | © 47 | 0.60 | 0.42 | 0.49 | 0.45 | 0.39 | 0.79 | 0.78 | 0.36 | 0.45 | 0 44 | 0.59 | 0.46 | 0.49 | 0.57 | 0.39 | 0 49 | 0.53 | 0 51 | 0.50 
Beneficial Lite.......... 0.39 | 0.59 | 0.33 | 0.25 | 0.41 | 0.31 | 0.36 | 0.36 | 0.44 | 0.34 | 0-65 | 1.38 | 0.91 | 0.58 | 0.44 | 0.63 | 0.54 | 0.73 | 0-49 | 0.56 | 0.37 | 0.37 | 0.76 | 0 59 | 0.60 
Berkshire.........++---.| 1-29 | 1.18 | 1.40 | ¥.42 | 1-30 | 1.58 | 115 | 1.75 | 1.70 | 1.47 | 1-28 | 1.74 | 1.44 | 1-26 | 1.20 | EIT | 1.45 | ¥.24 | 1.26 | 1.17 | 1.33 | 1.53 | I 37 | 1-24 | 1-35 
Boston Mutual......... 0.57 | 1.58 | 1.72 | 1.69 | 1.23 | F.36 | 1 42 | 1.37 | 1-50] 1.50 | I-30 | 1.96 | 1.26 | 2.09 | 1.13 | 1-37 | 1-02 | 0.97} I 44 | 1.03 | I 37 | 1.43 | 1-55 | 1.16 | 2.35 
Capitoi, Colo...... ++ee+| LOT | 0.38 | 0.35 | 0.30 | 0.69 | 0 08 | 0.73 | 0.50 | 0.30 | 0.67 | 0.45 | 1.49 | 0.84 0.83 | 0.59 | 0.65 | 0.62 | 0.74 | 0 70 | 0.79 | 0.53 | 0 57 | 0.83 | 0.70 | 0.71 
} 
Cedar Kapids®.......... 0.00 | © 34 | 0.13 | 0.17 | 0.00 10.43 | 0.44 | 0,27 | 0.38 | 0.53 | 0.22 | 0.58 | 0.63 | 0.48 | 0.27 | 0.35 | 0-17 | 0.26 | 0.22.| 0.19 | 0.12 | 0.42 | 0.43 |0: 23 | 0.31 
Central, FO. cccescsis «+.| 0.39 | 0.49 | 0.34 | 0.37 | 0.21 | 0.34 | 0.34 | 0.37 | 0.39 | 0.34 | 0-34 | 0.70 | 0.80 | 0.67 | 0.33 | 0.41 0.36 | 0.4T | 0.41 | 0.41 | © 34 | 0.30 | 6.56 | 0.40 | 0.43 
Colonial Life........... 0.65 | 0.60 | 1.21 | 0.73 | 0.84 | 0.94 | 1.11 | 1.01 | 0.82 | 1.07 | 2.13 | 1.43 | 1-13 | 2-04 | 1-53 | 1-10 | 2.38 | 1.35 | 0.93 | 0 61 | 0.82 | 0.99 | 1.66 | 1.17 | 1.15 
Cotugiaa, O......:..<. 0.84 | 0.58 | 0.34 | 0 39 | 0-33 | 1-04 | 0.51 | 0.75 | 0.48 | 0.69 | 0 65 | 1 27 | 1.04 | 0.58 | 0.63 | 0.60 | 0.84 | 0.94 | 0 5g | 0.71 | 0.47 | 0 68 | 0 82 | 0 73 | 0.72 Fi 
Columbian National. ...| 0.37 | 0.54 |0.87 | 0.55 | 0.72 | 0.81 | 0.54 | 0.67 | 0.75 | 0.60 | 0.65 | 1.25 | 0.76 | 0.66 | 0.43 | 0.79 | 0.83 | 0.73 | 0.72 | 0.91 | 0.61 | 0.67 | 0.71 | 0.80 | 0.75 
Commonwealth, Ky ....| 0.25 | 0.51 | 0.90 |0.79 |0.41 /0.55 | 0.56 | 0.76 | 0.66 | 0.95 | 0.65 | 1.20 | 1.08 | 0.51 | €.57 | 0.7I | 0.57 | 0.48 | 0.54 | 0.50 | 0.60 | 0.72 | 0.75 | 0.55 | 0.64 
Connecticut General... .| 0.70 | 0.72 | 0.68 | 0.66 0.75 | 0.81 0.66 | 0.72 | 0.91 | 0.91 | 0.62 | 1.22 | 0.70 | 0.68 | 0.66 | 0.60 0.58 | 0.66 | 0.69 | 0.66 | 0 71 | 0 82 | 0.74 | c.63 | 0.69 
Connecticut Mutual.. 2.57 | 2.33 | 2.46 | 2.37 | 2.34 | 2.21 | 2.18 | 1.80 | 2.00 | 7.78 | 1.58 | 1-98 | 1.64 | 1.39 | 1.28 | 1.04 | 1.04 | 0 94 | 0.95 | 1.01 | 2 42 | 1.98 | 1.54 | 0.96} 5.55 
Equitable, New York .. 1.44 | 1.60 | 1.57 | 1.50 | 1-50 | 1.48 | 1.39 | 1.41 | 1.52} 1.49 | 1-40 | 1.66 | 1.31 | 1.13 | 1.03 | 1.03 | 0.99 | 0.93 | 0.87 | 0 93 | 1.52 | 1.42 | 1.27 | 0.95 | 1.22 
Equitable, Des Moines. ..| 0.62 0.43 | 0.63 | 0.56 | 0.46 | 0.49 | 0.45 | 0.40 | 0.42 | 0.54 | 0.42 | 1.00 | 0.55 | 0.49 | 0.40 | 0.44 | 0.51 | 0.39 | 0 35 | 0.44 | 0.54 | 0.46 | 0.55 | 0.42 | 0.47 
Boderal Lite. ces<cccoa'e 0.68 | 0.57 | 0.56 | 0.65 | 0.79 | 1.02 | 0.69 | 0.83 | 0.69 | 0.81 | 0.66 | 1.23 | 0.75 | 0.62 | 0.67 | 0.82 | 0.70 | 0.72 | 0.73 | 0.58 | 0.66 | 0.81 | 0.76 | 0.70 | 0.73 
Fidelity Mutual.........| 1-17 | 1.18 | 1.35 | 1.29 | 1.29 | 1.33 | 1.20 | 1.38 | 1.41 | 1.49 | I-11 | 1.71 | 1-15 | 0.99 | 1.04 0.88 | 0.94 | 0.99 | 0.83 | 0.95 | 1-26 | 1.36 | 1.18 | 0.92 | 1.12 
MMR 6 6 sia os 6 die'96@ 2 0.92 | 0.84 | 0.95 | 1.16 | 0.87 | 0.90 | 0.91 | 0.93 | 0.86 | 0.88 | 0.87 | 1.12 | 0 87 | 0.64 | 0.62 | 0.67 | 0.68 | 0.68 | 0.74 | 0.69 | 0 95 | 0 8g | 0.78 | 0.70 | 0 78 
Guaranty Life.......... 0.45 | 0.63 | 0.58 | 0.59 | 0.42 | 0.23 | 0.27 | 0.25 | 0.31 | 0.35 | 0.34 | 0.96 | 1.06 | 0.33 | 0.35 | 0.40 | 0.42 | 0.29 | 0.29 | 0.27 | 0 52 | 0 29 | 0 57 | 0 32 | 0.36 
Guardian, New York*...| 1.27 | 1.43 | 1.38 | 1.22 1.31 | 1.22 | 1.07 | 1.18! 1.34 | 1.07 | 1.23 | 1.50 | 1.13 | 977 | 9-73 0.80 | 0.80 | 0.83 | 0.78 | 0.76 | 1.34 | 1.17 | 1.04 | 0 79 | 1.04 
Home Life.....--.-.....| 1-26 | 1.16.| 1.08 | I.02 | 1-18 | 0.99 | 0.91 | 1.14 | 1.05 | 1.16 | 0.87 | 1.18 | 1.08 | 0.87 | 0.79 | 0.82 | 0.85 | 0.85 | 0.91 | 0 83 | I-14 | 1.05 | 0.95 | 0 86 | 0.96 
PINOIS EMO oo Sec ce sces 1.15 | 1.06 | 1.25 | .o1 | I-0F | 0.99 | 0.98 | 0.89 | 0.81 | z.01 | 0.84 | I-02 | 0.93 | 0.78 | 0.73 | 0.70 | 0.64 | 0.67 | 0.67 | 0.67 | 1.09 | 0.94 | 0.85 | 0.67 | o 82 
Indianapohis "aah seeeee| O22 | 0.67 | 0.33 | 0.24 | 0.12 | 0.18 | 0.21 | 0.19 | 0.35 | o. 0.50 | 0.88 | 0.51 | 0.50 | 0.30 | 0.36 | 0.23 | 0.46 | 0.40 | 0.41 | 0.25 | 0.26 | 0.50 | 0.38 | 0.39 
John Hancock*......... 0.77 | 0.67 | 0.77 | 0.86 | 0.67 | 0.78 | 0.81 | 0.74 | 9.89 | 0.85 | 0.87 | 1.34 | 0.83 | 0 73 | 0.05 | 0.70 | 0.71 | 0.69 | 0.72 | 0 79 | 0.75 | 0.82 | 0.84 | 0.72 | 0.77 
| = | 6 aaa ge 0.54 | 0.45 | 0.65 | 0.49 0.46 | 0.43 0.35 | 0.45 | 0.46 | 0.49 | 0.45 | 1-17 | 0.63 | 0 54 | 0.42 | 0.43 | 9.49 | 0.40 | 0.46 | 0 46 | 0.51 | 0.45 | 0.62 | 0 45 | 0.50 
Lafayette, Ind.........- 0.26 | 0.39 | 0.49 | 0.38 | 9-39 | 0-54 | 0.41 | 0.39 | 0.70 | 0.43 | 0.81 | 0.69 | 0 72 | 0.28 | 0 51 0.48 | 0.52] 0.51 | 0.49 | 0.59 | 0.38 | 0.50 | 0.58 | 0.52 | 0.92 
Emma? EAE: . oo 650 cores 0.64 | 0.45 | 0.48 | 0.48 | 0-51 | 0.19 | 0.39 | 0 70 | 0.69 | 0.42 | 0.47 | 1-31 | 0.49 | | 0 67 | 055 | 0.72 | 0.80 | 0.50 | 0 62 | 0.62 | 0.50 | 0.50 | 0.65 | 0.64 | 0.62 
Life Ins. Co. of Va.*....| 1.28 | 1.31 | 1.28 | 1.13 | 1-07 | 0.90 | 0.82 | 0.82 | 0.91 | 0.78 | 0.64 | 1.53 | 0.78 | 0.84 | 0.57 | 0.62 | 0.52 | 0.59 | 0.53 | 0.75 | 1-19 | 0.85 | 0.79 | 0.61 | 0.72 


0.48 | 0.36 | 0.57 | 0.41 | 1-13 | 0.58 | 0.55 | 0 46 | 0.56 | 0.79 | 0 66 | 0.55 | 0.76 | 0 19 | 0.45 | 0.59 | 0.86 | 0.64 


Lincoln National .......| 0.30 | 0.13 | 0.24 | 0.18 | 0.15 | 0.44 | 0.30 
nied lesa 1 88 | 1.99 | 2.37 | 1-83 | 1.60 | 1.55 | 1.65 | 1.65 | 1.69/ 1 29/ 1.56 | 1.90} 1.90} I.g5 | 1.45 | 1.79 


Manhattan..............| 1-79 | 1.94 | 1.89 | 1.91 | 1-97 | 1-79 | 1.61 


Maryland 44. scoseee.s-. 1.02 | 1.70 | 1.16 | 1.22 | 1-14 | 1.64 | 1.16 | 1.67 | 1.55 | 1.20 | 1.09 | 2.00 1.50 | 0.91 | 1.01- 1.22 | 1.09 | 1.01 | 0.99 | 1.08 | 1.25 | 1.45 | 1.35 | 1.13 | 1.26 


Massachusetts Mutual . .| 1.10 | 1.16 | 1.05 | 1.04 | 0-95 | 1.09 | 1 04 | 1.03 | 1.12 | 1.09 | 0.98 | 1.39 | 0.94 | 0 92 | 0.75 | 0.84 | 0.76 | 0 77 | 0.73 | 0.78 | 1.05 | 1.07 | 0 96 | 0.77 | c 89 


Metropolitan *.......... 0.76 | 0.79 | 0.81 | 0.77 | 9-74 | 9.75 | 0.75 | 0.72 | 0.76 | 0.77 | 0.76 | 1.21 | 0.83 | 0.66 | 0.57 | 0.58 | 0.59 | 0.58 | 0.59 | 0.61 | 0-77 | 0.75 | 0.76 | 0.59 | 0 67 
Michigan Mutual....... 1.38 | 1.17 | 1.13 | 1.40 | 1-34 | 1-10 | 1.28 | 1.25 | 1.29 | 1.09 | I 20| 1.35 0.98 | 1.02 | 0.91 0.91 | 9.78 | 1.03 | 0.80 | o.gt | 1.28 | 1.21 | 1.07 | oO. 1.07 





Midland Mutual........ | 0.00 | 0.45 | 0.25 | 0,36 | 0.24 | 0.26 | 0.23 | 0.43 | 0.14 | 0.54 | 0.26 | 0.90 Wal ess > 0.39 | 0-34 | 0 38 | 0.46 | 0.27 | 0.29 | 0.34 | 0.46 | 0.37 | 0.41 











Midland National }..... 0.00 | 0.28 | 0.42 | 0,18 | 0-27 | 0.21 | 0.38 | 0.38 | 0.28 | o.gr | 0.26 | 1.19] 0.56 | 0.35 | 0.27 | 0 44 | 0.43 | 0.37 | 0.27 | 0 66 | 0.25 | 0.34 | 0.49 | 0 44 | 0 43 
MOMWESE ne ce conte 0.12 | 0.38 | 0.23 | 0.43 | 0-10 | 0.22 | 0.56 | 0.21 | 0.46 | 0 43 | 0.24 1.12 | 0.52 | 0.42 | 0.44 0.34 | 0.29 | 0.32 | 0.36 | 0.40 | 0.27 | 0.38 | 0.53 | 0.34 | 0.41 
Minnesota Mutual......} 1-58 | 1.39 | 1.34 | 1.46 | 1-55 | 1-34 | 1.08 | 1.11 | 1.27 | 1.25 | 1.06 | 1.44 | 0.95 0.65 | 0.63 0.04 | 0.75 | 0.69 | 0.78 | o 72 | 1.47 | 1.21 | 0.87 | 0.71 | 0.89 
Missouri State.......... 0.75 | 0.02 | 0.78 | 0.85 | 0.95 | 0.08 | 0.95 | 0.74 | 0.67 | 0.62 | 0.60 | 1.38 | 0 76 | 0.63 | 0.50 | 0.75 | 0 70 | 0.76 | 0 73 | 0.84 | 0.81 | 0.71 | 0.74 | 0.76 | 0.75 
Mutual Benefit....... «..| 1.27 | 1.14 | 1-17 | 1.20 | 1-20 | 1.22 | 1.05 | 1.07 | 1.04 | 1,12 | 0.97 | 1.32 | 1-03 0.90 | 0.83 0.78 | 0.89 | 0.91 | 0.83 | o.9t | 1.19 | 1.08 | 0.99 | 0.87 | 0.98 





Mutual of New York...| 1.62 | 1.49 | 1.59 | 1.56 | I-55 | 1-52 | 1.46 | 1.56 | 1.57 | 1.59 tate | tae] cas 1.10 | r.21 | 1.18 | 1.08 | 1.02} ror | 1 59/| 1-55 | 1-38 | 1.09 | 1.33 








Mutual Trust........... 1.70 | 1.28 | 1.73 | 1.40 | 1.51 | 1-44 | 1.46 | 1.30 | 1.17 | 1.23 | 0.91 | 1.59 | 0-64 | 0.73 | 0.53 | 0.58 | 0.57 | 0.01 | 0 65 | 0.56 | I 52 | 1.31] 0 0 62 | 0.79 
National Life, U. S. A..| 0.92 | 0.88 | 1.02 | 0.91 | 0.87 | 1.27 | 1.01 | 0.92 | 0.95 | 0.94 | 1.01 | 1.49 | 1.03 | 0.88 | 0.74 | 0.84 | 0.70 | 0.82 | 0.72 | 0.76 | 0.92 | I OF | 0.99 | 0.76 | 0.95 
National Life, Vt....... 1.09 | 0.99 | 0.98 | 0.98 | 9.93 | 1-09 | 0.92 | 1.02 | £.14 | 1.08 | 1.06 | I.29 | 1.04 | 0.95 | | 0.86 0.84 | 0.80 | 0.80 | 0.84 | 0.85 | 0.99 | 1.05 | 1.02 | 0.83 | 0.95 
New England. eccoccce} 2-93) EeQI | 1.25 | 2.26 | 1.21 | 1.24 | 1.02 | 1.05 | 1.12 | 1.09 | 1.02 | I-54 | 0.95 | | 0.98 | 0.70 | 0.83 | 0.77 | 0.83 | 0.78 | o 71 | 1.20 | 1.10 | 1.00 | 0.78 | 0.94 


New York Life......... 1.14 | 1.12 | 1.18 | 1.17 | 1.20 | 1.21 | 1.16 | 1.17 | 1.23 | 1.24 | 1.20 | I. 46 | 1. 19 | 1.04 | lo. 87 | 0.86 | 0.85 | 0 82 | 0.78 | 0.79 | 1-16 | 1.21 | 1.13 | 0.81 | 1.03 
Northern Lite.......... 0.78 | 0.19 | 0.25 | 0.27 | 0-7y | 0-16 | 0.25 | 0.43 | 0.26 | 0.53 | 0.62 | 0 97 | 0.90 | 0.49 | 0.41 | 0-43 0.48 | 0.28 | 0.43 | 0 27 | 0.49 | 0.35 | 0.65 | 0.37 | 0.44 
1.21 | 0.49 | 0.98 | 0.80 | 0.88 | 0.88 | 0.82 | 0.83 | 0.84 | 0.93 | 0.98 | 0.95 | 0.80 | 0.94 


Northwestern Mutual. -.| 9-94 | 0.94 | 0.89 | 0.96 | 9.95 | 1.00 | 0.91 | 0.93 | 1.00 | 1.07 | 0.92 
Northwestern National..|.1-55 | 1-44 | 1-06 | 1.11 | I O£ | 1.00] 1.11 | 0.84 | 0.97 | 0.77 | G°7I | 1.34 | 0.80 | 0.63 | Sgicg 0.57 | 0.46 | 0.45 | 0 67 | I-22 | 0.93 | 0.75 | 0.54 | 0.69 


Occidental, Cal.......-| 0-07 | 0.13 | 0.51 | 0.43 | 0.28 | 0.14 | 0.36 | 0.40 | 0.50 | 0.40 | 0.52 | I 13 | 0.78 | baal es 0.39 | 0-4£ | 0.45 | 0.56 | 0 48 | 0 33 | 0.39 | 0 60 | 0.47 | 0 49 





































































































| 
Ohio State, . .. 6 cocees's 0.54 | 0.12 | 0.90 | 0.38 | 9.54 | 0.32 | 0.59 | 0.52 | 0.41 | 0.48 | 0.50 1.09 | 0.60 | 0.39 | (0 37/041) | 0.45 0.31 | 0.46 | 0.56} O51 | 0.47 | 0.54 | 0.45 | 048 
Urepon Titie*.. 0.00 | 0 20 | 0.11 | 0.26 | 0.40 | 0.36 | 0 48 | 0.17 | 0.37 | 0.50 | 0.03 | 0.09 | 0.68 | 0.34 | 0.23 | 0.01 | 0.38 | 0.40 | 0.47 | 0 65 | 0.26 | 0.38 | 0.47 | 0.51 | 0 47 
Pacific Mutual.... 0.94 | 0.84 | 0.73 | 0.89 | 0.84 | 0.00 | 0.85 | 0.87 | 0.93 | 0.83 | 0.83 | 1.34 | 0-89 | 0.00 | 0 67 | 0.65 | 0 63 | 0.61 | 0.61 | 0.58 | 0.84 | 0.86 | 0.85 | 0.62 | 0.73 
ae “ee 1.17 | 1.01 | 1.06 | 1,12 | £.08 | 1.16 | T.0y | 1-4y | 1.£3 | 1.18 | 1.10 | I 52 | 1.42 | 1.15 0.87 | 1.00 | I.OI | 1.00 } 0.93 | 0.97 | 1-09 | 1.15 | 1.20 | 1.02 | 1.07 
Peoples, Ind.........._| 0-22] 0.14 | 0.55 | 0.40 | 0.10 | 0.19 | 0 $8 | 0.36 | 0.24 | 0.43 | 0.36 | 0.57 | 9-49 | 0.50 | 9.43 0.50 | 0.3¢ © 53 | 0.42 | 0.65 | 0.27 | 0.36 | 0.47 | 0.49 | 0.46 
Prladelphia Life. ae 0.42 | 0 73 | 9.70 | 0.88 | 0.90 | 0.88 1.44 | 0.90 1.07 | 0.72 | 1.06 | 1 56 108 | 0 97 | 1.08 | 0.95 0.95 | 0.93 | 0.99 | 1.33 | 0.74 | 0.99 | 1.13 | 1.04 | 1.02 
Phoenix Mutual.........| 2-21 | 1-18 | 1-24 | 1.29 | 0.99 | 1.20 | 1.14 | 0.99 | 1.16 | 1.00 | 0.93 1.38 | 0.98 | 0.85 0.76 | 0.84 | 0.85 | 0.93 | 0.79 | 0.78 | 1.18 | 1.11 | 0.94 | 6.83 | 0.98 
Pilot Lifeg........ “7 *"*"| 0.12 | 0.41 | 0.43 | 0.56 | 0.28 | 0.58 | 0.37 | 0.50 | 0,53 | 0.35 | 0.42 1.15 | 0.69 | 0.69 | 0.44 | 0 53 | 0.39 | 0.40 | 0.41 | 0.78 | 0.37 | 0.47 | 0.65 | 0.53 | 0.55 
Postel Uiileo 4). gs **| 0.31 0.10 | 0.64 | 1.05 | 2.02 | 2.24 | 2.21 | 2.51 | 1.98! 1.80 | 2.12 $10 | 3.76} 3a 1.40 | 2.09 | 1.92 1.61 | 1.43 | £.77 | 1-82 | 2.16 | 1.88 | 1.74 | 1.¢2 
Presbyterian Ministers .| 9-98 | 9-44 | 0-67 | 0.54 | 0.62 | 0.72 0.03 | 0.54 0.85 | 0.64 | 0.74 | 0-75 | 0-77 | 0.71 | 0.09 | 0.53 | 0.61 | 0.58 | 0.69 | 0.85 | 0.64 | 0.67 | 0 66 | 0.58 | 0.69 
| 
Provident Mutual,......| 1-20 | 9-94 | 9-90 | 0.85 | 9.91 | 0-95 | 0.79 0.76 | 0.74 | 0.83 | 0.70 | 1.17 | | 0.78 | 0.73 0.76 | 0.65 | 0-78 | 0.73 | 0.65 | 0.74 | 0.98 | 0.81 | 0.78 | 0.69 | 0.78 
Prudentis): ©... 200 = 0.79 | 0.78 | 0.74 | 0.80 | 0.74 | 0.76 | 0.74 | 0.74 | 0.83 | 0.81 | 0.77 | 1-21 | 0.83 | 0.72 | 0.64 | 0.61 | 0.66 | 0.63 | 0.61 | 0.64 | 0.78 | 0.78 | 0.80 | 0.67 | 0 71 
Register Life. i 0.69 | 0.54 | 0.55 | 0.55 | 0.58 | 0.75 | 0.27 | 0.56 | 0.40 | 0.58 | 0.38 | 0.90 | 0.50 | 0.38 | 0.45 | 0.48 | 0.31 | 0.46 | 0.49 | 0.40 | 0 58 | 0.51 | 0.51 | 0.43 | 0 48 
Reliance. ....66s<sees 0.67 | 0.73 | 0.92 | 0.81 | 0.56 | 0.02 | 0.54 | 0.69 | 0.59 | 0.60 | 0.62 1.01 | 0.77 | 0.52 | 0 56 | 0.55 © 50 | 0.53 | 0.75 | 0.64 | 0.72 | 0.61 | 0.66 | 0.62 | 0.55 
Reserve Loan... ......| 58 | 0.53 | 0.48 | 0.57 | 0.58 | 0.82 | 0.75 | 0.70 | 0.75 | 0.62 | 0.79 | 1.05 | 0.08 | 0.01 | 0-57 | 0.52 | 0.43 | 0.65 | 0.67 | 0.51 | 0.55 | 0.73 | 0.71 | 0.56 | 0.63 
Royal Uniont.......... 0.71 | 0.g1 | 0.85 | 0.88 | 0.68 | 0.73 | 0.57 | 6-88 | 0.82 | 0.66 | 0.88 | 1.23 | | 0.69 | 0.70 | 0.47 | ball 0.31 | 0.52 | 0.63 | 0.64 | 0.78 | 0.73 | 0.77 | 0.54 | 0 65 
St. Louis Mutual.......| 0°43 | 2-44 | 9-44 | 1-69 | 2-11 | 1.35 | 1.24 0.61 | 0.61 | 0.79 | 0.86 | 0.96 | 1.72 | £.28 | 0.77 | 0.85 | 1.07 | 0.04 | 0.98 | 0.90 | 1.06 | 0.88 | 1.12 | 0.89 | 0.88 
Security of America,.....| 9-43 | 0-57 | 9.39 | 0.22 0.46 | 0.78 | 0.775 | 0.88 | 0.38 | 0.70 | 0.92 1.43 | 0.65 | 0.70 | 0,64 | 0.62 | 0.50 | 0.52 | 0.49 | 0.71 | 0.42 | 0.69 | 0.81 | 0.54 | 0.63 
Security Mutual, N. Y..| 2:43 | 1-22 | 2-44 | 1.25 | 1-44 | 1-25 | I-10 | 1.30 1,28 | 1.33 | 1.09 1.49 | 1.25 | 0.94 | 0.90 | 0.92 | 0.92 | 0.96 | 0.71 | 0.80 | 1.17 | 1.27 | 1.12 | 0.85 | 1.07 
Security Mutual, Neb... | 9-43 | 9.37 | 0-42 | 0.59 | 0.37 | 0.40 | 0.48 | 0.57 | 0.57 | 0.44 | 0.47 | 1.73 Bale ie 0.40 | 0.55 | 0.30 | 0.32 | 0.32 | 0.43 | 0.44 | 0.49 | 0.71 | 0.39 | 0 50 
Southeastern. .....- ceo e| 0-42 | 0.54 | 1.18 | 0.68 | 0.53 | 0.57 | 0-45 | 0-51 | 0.39 | 1-71 | 0.42 0.54 | | 0.83 | 0.59 | 0.42 | 0.28 | 0.64 | 0.45 0.32 | 0.73 | 0.67 | 0.77 | 0.56 | 0.50 | 0.57 
Southern States........ 0.85 | 1.00 | 0.35 | 0.87 | 0.95 | 0-44 | 9-54 | 0.85 | 0.59 | 0.59 | 0.68 | 0.92 | | 2-97 | 289 | 0.62 | 0.57 | 0.48 | 0.62 | 0.77 | 0.56 | 0.81 | 0.61 | 0.66 | 0.61 | 0 64 
Southwestern. .......... 0.44 | 0.70 | 0.72 | 0.65 | 0.59 | 0.61 | 0.50 | 0.44 | 0.39 | 0.41 | 0.56 0.97 | 0.60 | 0 | 0.40 0.53 | 0.45 | 0.54 | 0.471 0 46 | 0.63 '0.46'0 6110.49! 6.52 
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THE DEATH RATE PER CENT OF MEAN INSURANCE IN FORCE OF NINETY LIFE INSURANCE COMPANIES, 1907 TO 1926, 


























































































































INCLUSIVE—Continued 
| | | AVERAGES 
| | | 1922) I 
* COMPANIES. 1907 1908 | 1900 r910 Igtr | 1912| 1913 | 1914 | 1915 | 1916| 1917! 1918} tOIQ| 1920} TQ2z | 1922 sited (a 1925 |1926 — — ag a oor 
| | 1911 |1¢16 | 1921 | 1926) 1926 
| } 
sold BE fest Se | 
" x .83 | 0.85 | 0.51 | 0.89 | 0.95 | 0-79 | 0.84 
State Life, Ind.......... 0.81 | 0.72 | 0.68 | 0.80 | 0.72 | 0.91 | 0.87 | 0.91 | 0.77 | 0.78 | 0.97 | 1.24 | 1.02 | 1.02 | 0.65 | 0.74 | 0.79 | 0.74 | 
State Mutual, Mass..... 1.15 at oo 1.12 jie a8 sas 1.14 | 1.16 | 1.17 | 0.84 | 1.31 | 1.38 | 0.98 | 0.88 | 0.84 | 0.95 | 0.82 | 0.76 ¢.96 | 1.15 113 xe = om 
Texas Life ......+++++-| 0.33 | 0.87 | 0.84 | 1.05 | 1.10 | 0.81 | 0.86 | 0.93 | 0.90 | 0.91 | 0.60 | 1.28 0.82 | 0.63 | 0.39 | 9.74 0.66 0-54 0-47 ~a om 7 ps 0-57 o7 
Travelers ....++++++++: 1.05 | 1.16 | 1.13 | 1.01 | 1.19 | 1.03 | 0.90 | 0.88 | 1.07 | 0.97 | 0.86 | 1.25 | 0.78 | 0.71 | 0.64 0.61 | 0.55 | 0.5 a 0.58 + APS rs on 
Union Central.......... 0.85 | 0.89 | 0.95 | 0.86 | 0.85 | 0.92 | 0.71 | 0.87 | 0.90 | 0.95 | 0.86 | 1.19 | 0.95 | 0.82 | 0.78 | 0.89 | 0.76 | 0.79 | 0 : ; .87 | 0.90 | 0. 

i F j , ; .JQ | 1.20 | 1.24 | 1.15 | 1.27 
Union Mutual..........| 1.17 | 1.12 | 1.20 | 1.25 | 1.20 | 1.30 | 1.16 | 1.13 | 1-10 | 1.31 | 1.27 | 1.28 | 1.27 | 1.18 | 1.22 | 1.01 | 1.15 | 1.07 | 1.19 | 1.07 1 : 
United States........... 184 1.61 | 1.90 18 2.25 aa 1.61 | 1.45 | 2.29 | 1.68 | 1.93 | 1.91 | 2.23 | 1-74 | 1.55 | 1-61 | 1.59 ~ 2.12 4 ao bes = on = 
Volunteer State. ........ 2.71 | 0.79 | 0.58 | 0.50 | 0.93 | 0.43 | 0.76 | 0.63 | 0.64 | 0.85 | 0.60 | 1.13 | 0.69 | 0.63 | 0.50 0.67 | 0.56 - 0.72 1 7 ge — os oa 
Western Reserve....... 0.28 | 0.67 | 1.47 | 0.42 | 0.64 | 0.86 | 1.05 | 0.57 | 0.04 | 0.24 | 1.14 | 0.60 0.84 | 0.35 | 0.46 | 0.87 | 1.38 | 0.83 | 0.57 ~ 0-75 e oe ris a: 
Western & Southern... .| 0.95 | 0.73 | 0.86 | 0.84 | 0.69 | 0.75 | 0.83 | 0.71 | 0.77 | 0.81 | 0.67 | 1.17 | 0.68 | 0.67 0.63 | 0.62 | 0.62 | 0.52 | 0.69 | 0.67 | 0.81 | 0.7 “7. 

i ; : ’ .58 | 0.40 | 0.56 | 0.38 | 0.35 | 0.65 | 0.50 | 9.52 

Western Union......... oO. 0.72, | 0.20 | 0. C.30 | 0. 0.31 | 0.34 | 0.36 | 0.34 | 0.42 | 1.07 | 0.66 | 0.68 | 0.45 | 0.50 | 0.47 | 0.5 5 
Wisconsin Life......... 0.43 0.80 1.22 on ra my a 1.56 | 0.87 | 0.64 | 0.80 | 1.21 | 0.38 | 0.68 | 0.47 | 0.42 0.48 0.50 | 0.73 | 0.32 0.89 0.98 0.66, 0.49 0.56 
Averages (90 cos.)....| 1.26 ‘1.20 1.21 "2.20 LY 1.18 “1.09 1.12 | 1.16 | 1.16 | 1.06 | 1.4C | 1.05 | 0.92 | 0.79 | 0.81 | 0.81 0.78 | 0.73 | 0.78 | 1.20 | 1.14 | 1.0L | 0.79 | 1.0 




















: © Not ineluding industrial husiness 





+ Figures prior to 1923 are those of Royal Union Mutual. 


§ Formerly Southern L. & T. 


? ormerly Dakota Life. 





WILLIAM C. MARTIN’S QUARTER- 
CENTURY 
Haley Fiske and Other Metropolitan Life 

Officials Attend Detroit Celebration 

William C. Martin, manager for the St. Clair 
district in Detroit for the Metropolitan Life 
Insurance Company, New York, was the recip- 
ient of many unusual honors and many evi- 
dences of sincere felicitation at a testimonial 
banquet, Saturday night, which commemorated 
the twenty-fifth anniversary of Mr. Martin’s 
activities in a managerial capacity for the Met- 
ropolitan. 

Haley Fiske, president of the company, was 
at his best as toastmaster and principal speaker. 
Mr. Fiske not only extended the compliments 
of the company to his friend and associate in 
Detroit, but he likewise conveyed to the Detroit 
bankers and other guests a vivid picture of the 
great social service which the Metropolitan is 
extending in this territory, in addition to the 
message of the commercial success of the in- 
stitution of which he is the head. 

At the banquet in the evening, Mr. Fiske 
paid personal tribute to Mr. Martin’s business 
ability and took particular occasion to include 
in his complimentary remarks a most pleasing 
compliment to Mrs. Martin. In addition to the 
floral gifts, Mr. Martin received numerous 
other material testimonials from the men in his 
agency and from his associate managers with 
the company. 

In addition to the large delegation of home 
office officials of the company the speakers’ table 
was graced by a number of prominent Detroit 
citizens. Addresses of congratulation were 
given by Rt. Rev. Michael J. Gallagher, Bishop 
of the Detroit Diocese; John W. Staley, presi- 
dent of the People’s State Bank, and Frank W. 
Blair, president of the Union Trust Company 
of Detroit. 


Francis O. Ayres, second vice-president, and 
James A. Smithies, superintendent of agencies, 
and a number of other officers from the New 
York office were presented, and numerous man- 
agers from other cities were present. 

William C. Martin took his first position with 
the Metropolitan at Zanesville, Ohio, March 15, 
1897. In January of 1898 he was promoted to 


HOLDS SPRING MEETING 


Life Insurance Sales Research Bureau 
Convenes at St. Louis 








AGENCY SUPERVISION A TOPIC 





Hillsman Taylor Says Trade Journal Ad- 
vertising Is Best Way to Build 
Agents’ Morale 
St. Louts, Mo., May 24.—Conservation was 
the theme for the fifth spring conference of the 
Life Insurance Sales Research Bureaw at the 
Coronado hotel here this morning, following 
an address of welcome by Hillsman Taylor, 

vice-president of the Missouri State Life. 

The previous day was given to registration, 
golf and a dinner at the Algonquin Golf Club. 
Mr. Taylor concluded by saying he would give 
the visitors the spirit of St. Louis, but Capt. 
Lindbergh had taken it to Paris. 

The points of industry and diligence, and 
that there are no short cuts to success, were 
stressed by Carlton Walker, assistant manager 
of agencies for the Phoenix Mutual Life of 
Hartford, in a discussion of home office super- 
vision. This question of supervision in va- 
rious forms occupied the entire morning, and 
developed that there are almost as many meth- 
ods of supervision as there are companies. 
Methods of production and conservation of 
business differ widely, but all are based upon 
the theory that supervision should be intelligent 
and purposed on definite lines. The various 
speakers were agreed that the supervisor is the 
keyman of agency development. 

Generally speaking, it was brought out that 
the larger companies prefer salaried super- 
visors, while the younger ones expect super- 
visors to depend somewhat on commissions, 
splitting such fees with agents on occasions. 

The speakers included B. W. Lacy, vice 








Newark, and on September 12 of the same year 
took the Maumee, Ohio, district as assistant. 
From there he went to Toledo and from Toledo 
he was made manager at Houghton, Mich., in 
1903. He came to Detroit and took charge of 
the St. Clair district August 14, 1905. 


Io 


To Form Agency Association 


(Concluded from page 3) 
E. Hall Cullom, vice-president of the Life and 


Casualty Insurance Company of Tennessee; F. 
Rothschild, secretary of the Sun Life of Balti- 
more; William J. Bradley, Home Life Insur- 
ance Company of America; H. C. Welch, 
agency manager of the industrial department, 
American Bankers Insurance Company, Jack- 
sonville;- Charles C. Fleming, Life Insurance 
Company of Virginia; Luther B. Little, Met- 
ropolitan Life, and others. The meeting was 
brought together largely by the efforts of. Mr. 
Doyle and Mr. Bradley, the former having 
made a survey which showed that twenty-one 
companies had practically signified their will- 
ingness to join an organization like that pro- 
posed. There was some division of opinion as 


to whether the suggested association should 


operate independently or perhaps in connection 
with some existing group. There was no ques- 
tion, though, about the fact that all agreed that 
it would not be part of the Insurance Advertis- 
ing Conference. 

The set speaker of the dinner meeting was 
Mr. Welch, who dealt with “The Agent Is 
What You Make Him,” and reviewed the whole 
problem of selecting and training industrial life 
insurance agents. 








president and secretary, Protection Life, Bir- 
mingham, Ala.; J. Newlin, Midwest Life; W. 
S. Hanley, agency superintendent, Old Line 
Life; A. W. Hogue, business Mens Assurance; 
F. O. Lyter, agency assistant, Connecticut Mu- 
tual; Carlton Walker, agency assistant, Phoenix 
Mutual; W. E. Talbert, agency superintendent, 
Southland Life; O. J. Lacy, vice-president, 
Minnesota Mutual, and W. H. Harrison, vice- 
president and superintendent of agencies, At- 
lantic Life. 

The afternoon session was given over to ad- 
vertising in magazines, newspapers, trade 
papers, billboards, radio, the mail and health 
service to policyholders and other direct appeals 
to those who have already purchased insurance 
from the company. 

Claris Adams, general counsel and secretary, 
American Life Convention,.. extended greeting 
from the Convention. 
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JUDEA LIFE STARTING 


Colonel Francis R. Stoddard Retained as 
Counsel—Morris Pike Is Actuary—S. 
B. Ackerman Consultant 


The formation of a new insurance organiza- 
tion, to be known as Judea Life Insurance Com- 
pany, which officially began business on Thurs- 
day, May 19, was announced recently by Colonel 
Francis R. Stoddard, formerly superintendent 
of insurance of the State of New York, and 
general counsel to the new company. 

The new corporation was chartered on No- 
vember 6, 1926, under the laws of the State 
of New York, and is a subsidiary of the Judea 
Insurance Company, Ltd., of Palestine, which 
is transacting the business of insurance in Pales- 
tine, Egypt, and other countries in the Near 
East. The parent body of the new New York 
insurance company has been in operation since 
June, 1925. Its report to date shows business 
written amounting to more than $2,000,000. The 
investments of the company are made in munici- 
ipal bonds and first mortgage securities. 

Under the provisions of the charter the Judea 
Life Insurance Company is authorized to issue 
the standard forms of life insurance policies 
and annuities bonds. Article four of the char- 
ter contains the following paragraph: 

It is the general purpose of this corporation 
to interest policyholders in the Zionist move- 
ment and generally co-operate with the Judea 
Insurance Company, Ltd., of Palestine, which 
is owned by the Judea Industrial Corporation, 
which two corporations are organized for the 
purpose of developing trade and industry in 
Palestine and surrounding countries for their 
development; to establish a fund to be created 
from dividends earned on its own stock to be 
used in the co-operation above described, but 
only to the extent authorized and permitted by 
the laws of this State. 

The company was incorporated with a cap- 
ital and surplus of $200,000 by the American 
representatives of the Judea Insurance Com- 
pany, Ltd., of Palestine, which, in turn, is 
owned by the Judea Industrial Corporation of 
New York, with an authorized capital of $1,- 
000,000, the stock being held by over 5000 
American Zionists. Its home offices are lo- 
cated at 44 East 23rd street, New York city. 

The enterprise of the Judea Life Insurance 
Company has the sympathetic support of many 
of the leading Zionist organizations in this 
country. Morris Pike, formerly an insurance 
examiner in the insurance department of the 


State of New York, has been retained as actu- 
ary and manager of the new company, Dr. 
Isaac Sossnitz will be medical director, and 
Professor S. B. Ackerman of New York Uni- 
versity will act as consultant and educational 
advisor. 


RELIANCE LIFE ANNOUNCEMENTS 


Several Important Changes, in Rates and 
a New Deductible Accident and Health 
Policy Offered 


The Reliance Life Insurance Company, of 
Pittsburgh, has issued a new rate book to its 
agents in which are presented new rates and 
forms. A more liberal form of total and per- 
manent disability clause has been adopted and 
the rates increased to provide for the additional 
coverage. The disability clause in connection 
with income forms has been revised. 

No change is made in premiums on partic- 
ipating policies but there has been a reduction 
in the rates on non-participating policies. There 
is also a considerable reduction in the rates for 
semi-annual, quarterly, and monthly premiums, 
on account of the change in calculating frac- 
tional payments. 

A number of changes have been made in 
the book in order to make it less bulky and 
more readily usuable. 

L. P. Gregory, vice-president in charge of 
the accident and health department, has an- 
nounced new deductible or waiting period poli- 
cies of accident and health insurance. These 
policies do not replace, but rather supplement 
forms already in use. They are to be sold 
only in conjunction with life insurance. Forms 
are provided with from one to eight weeks 
deductible with the weekly indemnity increas- 
ing in proportion. 


Out to Break World’s Record 


Jack Warshauer, general agent at Brooklyn, 
N. Y., for the Brooklyn National Life of that 
city, selected yesterday as the date on which he 
attempted to break the world’s record of 204 
applications written in one day. Up to the time 
of going to press Mr. Warshauer had written 
185 applications, and there was every indica- 
tion he would succeed in his purpose. Since 
joining the Brooklyn National Life in March, 
1926, he has written $1,300,000 of business. 








INSURANCE FABLES 


New Series 
By WILLIAM ALEXANDER 


19. THE GOLDEN EGGS 


The owner of a goose that laid golden eggs was so greedy and impatient 
that he cut the goose open to get at the eggs that were in her body. And 


that was the end of the goose. 


APPLICATION : 
The foolish agent makes sales in such a way that he kills all future 


dealings with his customers and their friends. 
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-NYLIC INCENTIVES 
and 


AIDS TO SUCCESS 





Successful Permanency 
WITH AN ASSURED FUTURE 


@ A very unusual incentive for industry 
and permanency is provided for New 
York Life Agents in the Company’s 
present agency plans which were first 
adopted many years ago. 


Time has proven the wisdom of these 
plans. Many men and women who 
have stuck to the ‘‘Nylic’”’ program for 
20 years are now assured of a life-in- 
come, though some of them are still in 
the prime of life. 


@ It is noticeable that those who have 
paid the price of hard work throughout 
the 20 years now take longer vacations 
and travel more than they formerly did. 
Yet, the great majority, having become 
accustomed to industry and loving the 
work, continue to insure their clients 
even after 20 to 50 years of service. 


Thus, they add to their certain life- 
incomes substantial commissions from 
new business, secure in the knowledge 
that they are protected for life. 


Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satis- 
fied and happy? 





New Home Office Building now being erected 
on the site of the famous old’ 
Madison Square Garden 


NEW YORK LIFE INSURANCE CO. 
346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY, President 
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ASSURANCE COMPANY, LTD. 
of London 


150 William St., New York 


INDEMNITY COMPANY 
150 William Street, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commo- 

tion, Public Liability, Workmen’s Compensation, Burglary & 
Theft, Accident & Health, Plate Glass. 






































Address Home Office For Agency Connection 


we HAMPTON ROADS 


FIRE 4” MARINE 
Insurance Company 
NORFOLK, VA. 


P. D. BAIN HENRY G. BARBEE 
Chairman of the Board President 























FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 


SAN FRANCISCO 
RICHMOND 


NEW YORK 
MINNEAPOLIS 


Marsh & McLennan 
INSURANCE 


Fire Liability Marine 


175 W. Jackson Blvd., Chicago 


London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 















































REINSURANCE 


FIRE and CASUALTY 
ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 


of New} York 


AMERICAN RESERVE INSURANCE CO. 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 





115 BROAD ST., HARTFORD, CONN. 





SIX YEARS YOUNG 


Kansas’ Strongest 
Life Insurance Company 


Cantial........; $550,000 
ee $237,436 


SALESMEN WANTED 


To sell something new in 
life insurance in Minne- 
sota, Iowa, Nebraska, Mis- 
souri, Kansas, Arkansas, 
Oklahoma and Texas. 





Our New Home Office 
“Built Without Using a 
Dollar of Policyholders’ 
Money.” 


National Reserve Life Ins. Co. 


GEO. GODFREY MOORE, President 
Topeka, Kansas 
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PENNSYLVANIA INSURANCE 
DAYS 





All Branches of Business Represented 
at Big Philadelphia Gathering 





ORGANIZATIONS COMBINE MEETING 





William S. Diggs New Head of Pennsyl- 
vania Federation—E. C. Stone, J. 
Elliot Hall, and F. R. Morgaridge 
Speak 
[By A STAFF CoRrRESPONDENT] 
PHILADELPHIA, PENNA., May 23.—William S. 
Diggs, of Hoover & Diggs, general agents in 
Pittsburgh for a number of companies, was to- 
day elected president of the Insurance Federa- 
tion of Pennsylvania, at its annual meeting 
held in connection with Pennsylvania Insurance 
Days, which will continue here tomorrow and 
Wednesday. Mr. Diggs, is known far and wide 
as the “Daddy” of the Federation movement in 

America. 

The convention has drawn delegates from 
every branch of the insurance business in Penn- 
sylvania and the registration was unexpectedly 
large. Participating in the meetings were the 
following organizations: Insurance Federation 
of Pennsylvania, Insurance Society of Phila- 
delphia, Casualty Underwriters Association of 
Philadelphia, Surety Underwriters Association 
of Philadelphia, Underwriters Club, and the 
Red Roosters. A number of local life insurance 
companies actively participated in the program, 
these including the Penn Mutual Life, Fidelity 
Mutual Life, and the Provident Mutual Life. 

The meetings opened this morning with 
Chester M. Campbell, Philadelphia manager 
of the automobile department of the in- 
surance Company of North America in the 
chair. George W. Elliot, Philadelphia’s di- 
rector of public safety, welcomed the rapidly 
gathering audience and a felicitous response 
was made thereto by Thomas Donaldson, for- 
mer insurance commissioner of Pennsylvania 
and a past-president of the Pennsylvania Feder- 
ation. He acted in place of Walter G. McBlain 
of York, who is undergoing an operation. 

Edward C. Stone, United States manager of 
the Employers Liability Assurance Corpora- 
tion, was the first speaker, his subject being 
“What Every Insurance Man Needs in His 
Tool-Kit.” 

J. Etrtior Hatt 1n Forcerut AbpRESS 

J. Elliot Hall, general agent in New York 
for the Penn Mutual Life Insurance Company, 
delivered a very forceful address in which he 
advocated the development of definite working 
plans and standardized sales talks and the 
every-day use of them. He declared that suc- 
cess is impossible unless a man definitely plans 
his work ahead and sticks to that plan despite 
every difficulty. He pointed out that the suc- 
cess of the famous New York to Paris aviator 





ALLIANCE FORMULATED 





America Fore and Fidelity and Casu- 
alty Announce Co-operative Plan 





JOINT AUTOMOBILE POLICY INSURED 





Combine Marks Largest Fire and Casualty 
Deal in History of Business 

Ernest Sturm, chairman of the boards of di- 
rectors of the America Fore Companies, and R. 
J. Hillas, president of the Fidelity and Casualty 
Insurance Company of New York, jointly an- 
nounce an arrangement whereby the two com- 
panies have effected an alliance calling for ag- 
gressive co-operation in business and the issu- 
ance of joint policies. It is an announcement 
of great importance, the deal constituting the 
largest affiliation of fire and casualty interests 
that the business has ever known. 

Mr. Sturm becomes a director of the Fidel- 
ity and Casualty and Mr. Hillas a director of 
one of the larger of the America Fore group, 
the Fidelity-Phenix. William Woodward, a di- 
rector of the Continental, is also a director of 
the Fidelity and Casualty. John J. Riker and 
Willis D. Wood, directors of the Fidelity and 
Casualty, are also directors of the Fidelity- 
Phenix. 

An indication of the strength and facilities 
which this alliance affords the companies in- 
volved may be gleaned from their combined fig- 
ures. Assets total over $175,000,000, capital ag- 
gregates $26,000,000 and net surplus over $52,- 
000,000; their annual premium income will be 
in excess of $77,000,000. The Fidelity and Cas- 
ualty has been in business for 51 years and 
ranks sixth, in premium income, among the cas- 
ualty companies in the United States. The 
America Fore group (American Eagle, Conti- 
nental, Fidelity-Phenix and First American) is 
large and successful and conspicuous for the 
handling of its finances. With the trend to- 
wards consolidation of fire and casualty inter- 
ests becoming more evident every day, the 
progress of this arrangement will be watched 
by the insurance world with eager interest. 

A joint full cover automobile policy will be 
issued immediately as the first of the activities 
of the affiliated fire and casualty companies. 








was not due to luck but to the fact that he de- 
veloped a plan and stuck to it. 

F. R. Morgaridge, assistant general manager 
of the National Board of Fire Underwriters, 
made the final address of the general session 
this morning, his subject being “Arson.” Mr. 
Morgaridge found it impossible to estimate how 
much of the total annual fire loss is really due 
to incendiarism. He pointed out that incendiary 
fires are much more dangerous than the acci- 
dental ones, estimating that more than 50 per 
cent of the firemen killed or injured in the line 
of duty are in reality victims of arsonists. 
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G. R. DETTE HONORED 





Federation Secretary Given Hand- 
some Gold Watch 





E. C. LUNT A SPEAKER 





Federation Work Described by Thomas 
Donaldson—Over Six Hundred at 
Philadelphia Gathering 
[By a STAFF CoRRESPONDENT ] 
PHILADELPHIA, PENNA., May 24.—The sec- 
ond day of Pennsylvania Insurance Days 
showed a registration of well over 600, and 
the facilities for the banquet which is being 
tendered by the Independence Indemnity Com- 
pany this evening heavily overtaxed. Ticket 
distribution for this event closed early this 

morning. 

The directors of the Insurance Federation of 
Pennsylvania yesterday presented Gustav R. 
Dette, retiring secretary, with a Hamilton 
watch and chain of the finest grade, suitably 
engraved to express the indebtedness which the 
members of the organization feel toward the 
man who served them so long and faithfully. 
Mr. Dette displayed his gift to hundreds of ad- 
miring friends last evening until he began to fear 
that it would be worn out before he had any 
use of it. 

The general session this morning was fea- 
tured by an address by Edward C. Lunt, vice- 
president of the Great American Indemnity 
Company. In incomparable fashion he mixed 
wit and common sense together in developing 
his subject, The Scope of Suretyship. Mr. 
Lunt first described a bond as something akin 
to an endorsed note, the surety company 
being the endofSer. In order to indicate the 
scope of the business he described a day 
(rather hectic) of a man’s life, pointing out 
every possible contact with a bond and finding 
about twenty such before he even got the 
gentleman started on his day’s work. 

G. E. Larson of Harrisburg, manager of 
Dodd & Struthers, gave a most interesting talk 
on lightning, including a practical demonstra- 
tion of its work by means of a small induction 
machine. He described the development of 
protection from its effect from the time of 
Queen Elizabeth, when rods were first installed 
on Her Majesty’s warships to the present 
method of using copper cables, so cleverly de- 
vised as to in no way interfere with the archi- 
tectural scheme of homes and buildings. He 
pointed out to the agents the advantages of 
urging proper protection upon their clients 
as a matter of service. 


INTEREST IN FirE PREVENTION 
Much interest developed at the meeting in the 
matter of fire prevention. Following Mr. 
Larsen, Rollin M. Clarke, assistant manager of 
the Chamber of Commerce of the United 
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As an Agent you will find that this Company is 
just as interested in holding your Agency 
as it was in securing it. 


Baltimore 


In fact, more interested because there’s Seeking new connections, in unworked 


| 
| Maryland Casualty Company 
| 





| more occasion for it. territory, on our record. 
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TABLES FOR SUBSTANDARD RISKS 


Based on 


AMERICAN EXPERIENCE TABLE OF MORTALITY 
With Interest at 34% 


125% qx—150% qx—175% qu—200% qxu—225% qx—250% qu 
ILLINOIS STANDARD, MODIFIED PRELIMINARY TERM METHOD 


NET PREMIUMS AND TERMINAL RESERVES for 


One Year Term 10 Pay Life 

Ordinary Life 20 Year Endowment 
20 Pay Life 15 Year Endowment 
15 Pay Life ee: 10 Year Endowment 


Single Premiums, Temporary Insurance—Single Premiums, Endowment Insurance 
Forborne Immediate Annuities—Pure Endowment Terminal Reserves 


Compiled by 
COPELAND and COTHRAN 


Consulting Actuaries 


These tables are for the purpose of determining the appropriate premiums and policy values on risks 
such as are usually classified as “sub-standard” due to certain physical impairments or occupational hazards. 


PRICE, $100. 


THE SPECTATOR COMPANY 


Sole Selling Agents 


CHICAGO NEW YORK 
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States, outlined the work of the fire , waste 
council and the accomplishments to date. The 
work, under the local chairmanship of Mr. 
Dette, has been so successful in Pennsylvania 
that it has the largest honor list of any State 
in the country. Around the lobby of the hotel 
here it is freely predicted that Pittsburgh will 
win top honors during the current year. 

The subject was further developed at a lunch- 
eon of the fire insurance men this afternoon, 
during which William Goodwin of Bethlehem, 
Pa., a past president of the Federation, outlined 
the very constructive program adopted by the 
Chamber of Commerce of Bethlehem, whereby 
the aid of the city engineer was enlisted in se- 
curing many needed improvements through city 
legislative channels, resulting in one reduction 
in fire insurance rates already in effect and 
another promised in the near future. 

It was announced at that time that the State 
Chamber plans to inaugurate an active cam- 
pagn, plans for which will be adopted at a 
meeting of the directors next week. 


Underwriting Situation Brighter 
(Concluded from page 3) 


still show a heavy net underwriting loss for the 
companies as a body, the improvement as com- 
pared with 1925 being disappointingly small. 
Nevertheless, there is real cause for encourage- 
ment for the future to be found in the distinct 
progress that has been made towards a more 
adequate appreciation of the problems that must 
be solved if the desired end is to be attained, 
and towards a more precise definition of the 
problems themselves and their implication. In 
other words, it may fairly be said that, notwith- 
standing the unavoidable disappointment we must 
all feel by reason of the outcome of last year’s 
underwriting, a real start has now been made 
towards getting control of a situation which, so 
long as it persists, must be regarded with much 
anxiety by all thoughtful persons concerned with 
fire insurance in the United States. It may be 
added that an additional reason for encourage- 
ment is the marked spirit of co-operation in the 
onerous task of working out the necessary re- 
adjustments in the business which is being gen- 
erally displayed by the executive officers and 
operating staffs of the companies. 

When this has been said, however, the hard 
fact still remains that the failure of our under- 
writing experience to yield a balance on the 
right side of the account last year affords only 
too conclusive evidence that we have a very long 
way to go before we reach the goal for which 
we are striving. 

All this brings us back to the fundamental 
truth that the glaring disproportion between the 
premium income of the fire insurance companies 
and the cost of the service they are rendering 
the community must be rectified in the near 
future if we would safeguard ourselves against 
the possibility that events may so shape them- 
selves as to put the companies in a positively 
embarrassing position. Moreover, it is clearly 
apparent from a dispassionate study of the fire 
loss conditions we have to meet that there is no 
reasonable hope that income and outgo can be 
brought into proper balance through a material 
lessening of the dreadful fire waste which is one 
of the most serious economic burdens the Amer- 
ican people has to carry. Notwithstanding the 
most strenuous and prolonged efforts of the fire 
insurance companies, in co-operation with other 
public-spirited agencies and individuals, to spread 
the gospel of fire waste prevention, and notwith- 
Standing also the remarkable achievements of 
fire prevention engineering, the country’s annual 
fire losses not only do not decline, but display 
an apparently irresistible tendency to increase. 





NEW YORK AGENTS MEET 


Exceptional Attendance at Syracuse 
Gathering 








FARM INSURANCE DISCUSSED 





A. C. Wallace Suggests Formation of Farm 
Association to Handle Problem 


By Tuomas J. V. CuLLEN 


Syracuse, N. Y., May 24.—The New York 
State Association of Local Agents met in their 
forty-fifth annual convention at the Hotel Syra- 
cuse, on Monday, Tuesday and Wednesday of 
this week. An attendance in excess of 500 was 
indicated by the registration on Tuesday. When 
it is considered that the total membership of the 
association is 800, a fair idea of the value the 
individual members place upon this annual gath- 
ering may be realized. Following meetings of 
the various committees, including that of the 
executive committee, on Monday, a get-together 
dinner, well attended, was held on Monday even- 
ing. Tuesday morning the first session of the 
convention proper was convened with President 
W. H. McPherson of Buffalo in the chair. An 
address of welcome to the organization was 
made by William J. Richards, president of the 
Insurance Agents Club of Syracuse, to which 
response was given by Edgar W. Couper of 
Binghamton. 

The accomplishments of the organization dur- 
ing the year past were outlined by President 
McPherson in his annual report. Therein he 
noted that in the matter of commissions the 
average agent was receiving from one and one- 
half to three and one-half per cent more in 
commissions than was possible from the first 
scale promulgated by the Eastern Underwriters 
Association. Other activities included the rais- 
ing of the standard of agents and brokers 
through the Agents and Brokers Qualification 
Law, the limitation of multiple agencies, the ap- 
pointment of the service committee, which aided 
members in the solution of agency problems, 
the development of the regional meeting idea, 
five such meetings having been held during the 
past year. Mr. McPherson closed his report 
with a plea for cooperation. “All troubles will 
be avoided,” he said, “if the cooperative and 
conference idea could be universally adopted.” 

J. W. Rose of Buffalo presented his report 
as secretary-treasurer, detailing the effective 
work of the state associations in keeping the 
auto clubs out of insurance, its work in con- 
junction with the fire insurance rating organiza- 
tion on reduced rate refund evil. He outlined 
the stand the state association took on the ob- 
noxious central bureau and the successful fight 
they carried on for its elimination. One hun- 
dred three new members were added to the 
organization during the year, which, discounting 
the lapses, raised the total enrollment from 744 
to 801. 

The report on laws and legislation was made 
by Chairman Frank L. Gardner of Poughkeep- 
sie. He stated that his committee had little 
work as there had been no law of particular 
importance to agents introduced at the last 
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legislature. He recommended to the agents a 
study of the report of the Industrial Survey 
Commission, which, after a thorough study of 
the compensation insurance situation, had con- 
cluded that compensation as now written in 
New York was the most desirable plan. 

Following the morning deliberation a compli- 
mentary luncheon was served to the members 
and their guests tendered the Excelsior Fire In- 
surance Company, of which Frederick V. Bruns 
is president. The afternoon sessions opened 
with the reports of the local boards, among 
which increased membership with a more con- 
certed measure of activity was quite universal. 
A. C. Wallace of Goshen opened the discussion 
on the “Insurance of Farm Property.” Mr. 
Wallace stated that there were three sides to 
the farm writing question. The first was that 
the agent who has spent a lifetime building up 
a business which for thirty years and until re- 
cently was profitable and acceptable to the com- 
pany is faced with the necessity of protecting 
that business and giving service to the clients 
who have patronized him. Second, the compa- 
nies who have in recent years found the business 
unprofitable and now want to discontinue. The 
third side is the question what is right and just 
to all and what should be the equitable solution. 
It is understood that farmers must have insur- 
ance not only to protect their own capital but 
also to protect their mortgages. If the compa- 
nies will not furnish the protection the farmers 
may unite and ask the legislature to furnish re- 
lief in the form of another State fund. If the 
companies persist in their present plan of re- 
strictive writings with no suggestions for reme- 
dial measures this eventuality, which seems in- 
evitable, will occur sooner than may be antici- 
pated. It is the policy of companies and agents 
to discourage the organization of monopolistic 
State funds, while the present policy on farm 
insurance would seem to lead to agitation for 
the fostering of one which would not only bring 
about loss from a premium income on the farm 
business, but on other profitable lines in the 
control of the farmer. For it will be readily 
realized that the farmer who is unable to place 
his farm insurance with an agency will go else- 
where to place his automobile, tornado, hail 
and other insurance. Mr. Wallace suggested as 
a possible solution the formation of a central 
farm bureau by the companies writing farm in- 
surance under one participating policy similar 
to that written by the fire company members of 
the Factory Insurance Association and the cas- 
ualty companies writing taxicab insurance. Un- 
der this plan the agent would write one appli- 
cation, the Farm Writing Bureau would have 
one corps of inspectors, a single policy and 
greatly reduced cost to all concerned and pro- 
duce complete and uniform iniormation regard- 
ing all risks. The response to this talk indi- 
cated that many agents were faced with the 
same problem and were desircus of a way to 
meét it and the matter was referred to the reso- 
lutions committee. Others who spoke on the 
subject were: A. C. Brainard, of Spencerport, 
and F. F. Buell, of the Agricultural of Water- 
town. 

W. E. Harrington, of Atlanta, chairman of 
the national executive committee, was a speaker. 
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WALTER S. ALLEY RETIRES 


Has Been Assistant Manager of the 
North British and Mercantile 
for Over Twenty Years 








STARTED CAREER AS AN AGENT 





Has Made Enviable Record Both as Un- 
derwriter and Executive 

Walter S, Alley, assistant United States 
manager of the North British and Mercantile 
Insurance Company, Ltd., of London, and vice- 
president of its affiliated companies, closes a 
distinguished career in the fire insurance busi- 
ness with his retirement on June 1. 

For the present, Mr. Alley will take up his 
residence in Petersburg, Va., the home of his 
family for many generations. He plans to 
live during a part of each year in Washington, 
D. C., a city of which he is very fond and 
where he has a wide circle of friends. 

As a young man, he began the study of medi- 
cine but renounced it in favor of business when 
an opportunity to join the Life Insurance Com- 
pany of Virginia came his way. In a short 
time he had risen to assistant secretary of the 
company but a natural preference for fire in- 
surance led him to purchase the local agency 
of McIlwaine & Alley, Petersburg, Va., which 
he continued, with success, for some years be- 
fore accepting the Virginia and North Caro- 
lina special agency of the Lancashire Fire In- 
surance Company then under the management 
of Milton Dargan. 

In 1895 he became special agent of the Cale- 
donian Insurance Company, with headquarters 
at Atlanta, for the entire South and Southwest, 
his record in this capacity being such as to 
bring him an appointment from the Manchester 
of England as assistant United States manager, 
continuing that connection until the company’s 
merger with the Atlas Assurance Company, of 
which he was appointed assistant manager as 
well. 

In 1905, Mr. Alley accepted a fine offer from 
E. G. Richards, United States manager of the 
North British and Mercantile, and took over 
the supervision of the Southern department of 
that company and later the New England busi- 
ness _ also. 

For the past five years Mr. Alley has been 
relieved of all underwriting duties in order to 
permit of a closer relationship with Manager 
Shallcross in an administrative and executive 
capacity. 

In addition to his own success, Mr. Alley 
has contributed materially to the progress of 
numerous young men in the fire insurance busi- 
ness who were fortunate enough to come under 
his direction. His undoubted executive ability 
and mastery of the business from every angle, 
combined with his kindliness and spendid char- 
acter, accounts for the high respect and affec- 
tion with which he is regarded by all who know 
him. 


George J. Quirk Advanced 
George J. Quirk, who has been with the 
Automobile of Hartford for about 6 years, 
has been made manager of that company’s ma- 
rine department. 





National Liberty Group Presenting Its 
Agents With Service Honor Medals 

The National Liberty Fleet, comprising the 
National Liberty Insurance Company of Amer- 
ica, +he Baltimore American Insurance Com- 
pany, and the Peoples National Fire Insurance 
Company have put into operation a plan for 
the presentation to their agents of “Service 
Honor Medals.” The distribution is to be on 
a large scale and the medals are unusually 
handsome. 

There are three designs (distinguishing the 
three companies) and two types. To agents 
who have been associated with the company 
for ten years is given a bronze mounted gold 
medal. The name of the agent is engraved 
thereon. Upon completion of each additional 
five years of service, up to twenty-five years, 
a solid gold star is mounted on the face. There 
will be approximately twelve hundred of this 
type of medal distributed. 

To agents who complete twenty-five years of 
service is given an artistic solid gold medal and 
for each additional five years a diamond is 
mounted thereon. It is interesting to note that 
between two hundred and three hundred solid 
gold medals and requiring over two hundred 
diamonds will be distributed, giving an idea of 
the many “veterans of service” included in the 
list of the National Liberty group of agents. 

During the past few weeks the company’s 
vice-president, Charles H. Coates, has person- 
ally presented a large number of the solid gold 
and diamond studded medals. 


Licenses for Adjusters in Idaho 

Effective May 3, 1927, adjusters in the State 
of Idaho must secure licenses to adjust losses. 
The fee is $25 for authorized companies and 
$25 for each loss adjusted for unauthorized 
companies. Special agents or resident licensed 
agents may adjust losses for the authorized 
companies they represent without procuring a 
license. 


NEW YORK BOARD MEETING 
Bennett Ellison Re-electcd President as 
Were Other Officers 
Bennett Ellison was re-elected president of 
the New York Board of Fire Underwriters at 
its annual meeting last week. Other officers 
were also re-elected and the only change in the 
official group was the addition of H. N. Kelsey 

to the finance committee. 

President Ellison spoke briefly making 4 
number of important recommendations, includ- 
ing the appointment of executive vice-president, 
Vice-president Clarence A. Ludlun took the 
chair when the elections were reported. 


Convention Bianks for 1927 

The report of the Committee on Blanks of 
the National Convention of Insurance Commis- 
sioners for 1927 has been approved by the 
Executive Committee of the National Conven- 
tion, without change, such approval making it, 
under the regulations of the convention, the act 
of the convention itself. The procedure of the 
committee in connection with proposed amend- 
ments to the various annual statement blanks 
calls for the submission of proposed changes 
by March 15, 25 copies of same being supplied 
for use of committeemen. 

Most of the alterations relating to the 1927 
blanks are of minor importance, clarifying or 
rearranging items. 


National Union Appoints Special Agent 

William A. Forrest, who, for the past year, 
has been an examiner in the home office of the 
National Union Fire Insurance Company, of 
Pittsburgh, has been promoted to special agent 
and assigned to Western Pennsylvania. 

Previous to joining the National Union, Mr. 
Forrest was connected with the Firemens In- 
surance Company at Newark but started his 
insurance career under General Agent Gantert 
of the North British and Mercantile Insurance 
Company. 








Your client knows 
what he 1s getting when you 
place his insurance in the FIRE- 
MAN’S FUND. A satisfied client is 
an agent’s most valuable asset. 





ASK ANY FIREMANS FUND AGENT gee ek 
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UNDERWRITING AND INVESTMENT PROFITS AND 
FIRE INSURANCE COMPANIES IN 1926 


LOSSES OF 


Little improvement is noted in the results of 
the underwriting operations of the 100 leading 
fire insurance companies doing business in the 
United States, when comparing the figures for 
1926 with those for 1925. In 1926 the under- 
writing transactions of those companies showed 
a combined underwriting loss of 4.4 per cent, 
whereas the similar ratio for 1925 was a loss 
of 4.6 per cent. These two are the highest loss 
ratios since that of the year 1906, when the 
great San Francisco conflagration occurred. 
During the last few years, the underwriting 
loss ratios of the 100 leading companies have 
been as follows: in 1926, 4.4 per cent; in 1925, 
4.6 per cent; in 1924, 3.3 per cent, and in 1923, 
1.1 per cent. In 1922 an almost infinitesimal 
profit was made (three one-hundreths of one 
per cent), but in 1921 the underwriting loss 
ratio was 2.7 per cent and in 1920 it was 3 per 
cent. 

The ratio of losses incurred to underwriting 
income earned in 1926 for the 100 companies 
was 58.5 per cent, against 59 per cent in 1925, 
but the expense ratio increased from 45.6 per 
cent in 1925 to 45.9 per cent in 1926, the latter 
being the highest expense ratio shown in these 
tabulations, extending back to the year 1898. 

On another page of this issue an interesting 
tabulation is presented that shows the under- 
writing and investment results of the business 
of the 100 leading companies in 1926, when they 
had underwriting income earned aggregating 
$770,545,950, whereas their combined losses and 
expenses incurred were $804,995,583, so that the 
net underwriting loss was $34,449,633, or 4.4 
per cent of the underwriting income earned. 
The losses incurred amounted to $450,935,647, 
or 58.5 per cent, and the expenses incurred were 
$354,059,936, or 45.9 per cent. 

From investments the net gain last year was 
$93,191,919, and after deducting $32,559,926 of 
dividends declared by American companies and 
net remittances to home offices of foreign com- 
panies, and also providing for $4,446,353 of in- 
creases in special reserves, etc., there remains 
the sum of $21,736,007 of increase in surplus. 


This is about $17,000,000 less than the increase 
made in surplus funds in 1925. 

A comparison of the 1926 results with those 
of 1925. shows that the underwriting income 
earned increased over $35,000,000, the losses and 
expenses incurred increased over $35,000,000, 
the underwriting loss was approximately the 
same, the gains from investments declined 
over $11,000,000, the dividends incurred and 
foreign companies’ remittances increased over 
$10,000,000, increases in special reserves were 
about $4,700,000 less and the increase in surplus 
was $17,000,000 less in 1926 than in 1925. 

From the foregoing, it is obvious that the un- 
satisfactory conditions in the fire underwriting 
field which have prevailed for several years past 
have not been eliminated and the companies are 
still losing money annually on their underwrit- 
ing operations. It should be borne in mind that 
the method of computing underwriting profits 
and losses does not take account of interest 
earned. 

Of the 100 companies tabulated, but thirty 
were able to report underwriting profits in 
1926, while seventy reported underwriting 
losses, the highest percentage of profit for an 
individual company having been 16.8 per cent, 
while the greatest percentage of loss was 64.6 
per cent. 

It is observed that nine of the thirty-two New 
York State companies were able to report un- 
derwriting profits; thirteen of the forty-four 
companies of other States profited by their un- 
derwriting transactions, and eight of the twen- 
ty-four foreign companies showed gains due to 
their insurance operations, so that the profit- 
making companies were numerically divided 
proportionately among the three general groups. 
However, only sixe companies, out of the 100 
tabulated, reported underwriting profits of 5 
per cent or more, 5 per cent plus 3 per cent to 
care for conflagration hazards being the stand- 
ard fixed as a fair profit to be derived from 
insurance operations. 

In only six of the last twenty-nine years has 
the ratio of underwriting profit for the 100 or 
more companies tabulated, equaled or exceeded 
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5 per cent of the underwriting income earned, 
without regard to the production of further 
profit to care for future conflagration losses. 
It is manifest, therefore, that the premiums 
charged are insufficient to meet the needs of the 
business and that either the premium income 
must be augmentated or losses and expenses 
must be reduced, or both, if the business is to 
be placed on a reasonably profitable basis. 

The total results for 100 or more of the lead- 
ing companies for each of the last twenty-nine 
years are also presented in the table, and show 
that for an average number of 106 companies, 
the underwriting income earned has aggregated 
$10,252,229,128, while in the same period the 
underwriting losses and expenses incurred 
amounted to $10,329,506,346, these figures de- 
noting an underwriting loss of $77,277,218. In 
the same period the investment gains aggregated 
$878,756,774, the dividends of American compa- 
nies and home office remittances of foreign 
countries amounted to $425,270,361, special re- 
serves, etc., increased $16,447,434, and surplus 
funds were increased to the extent of $359,761,- 
761, an underwriting loss of .7 per cent, being 
indicated for the whole period. The outcome 
of the companies’ transactions in twenty-nine 
years is here summarized: 


ResuLtts oF Operations, 29 YEARS 


Investment gains, 29 years............ $878,756,774 
Contributions of stockholders, etc., in 
1906, including net receipts from for- 

eign companies’ home offices......... 72,569,778 

ROU: “Viicciseddedcastandenwnadken $951,326,552 





Underwriting loss, 29 years........... $ 77,277,218 
Dividends paid, 29-year period (not de- 

ducting contributions in 1906), includ- 

ing remittances to foreign companies’ 


Ree OGM: castcncescvecccnduetede 497,840,139 
Increase in special reserves, etc........ 16,447,434 
Net increase in surplus...........e++- 359,761,761 

RGGRE: s.cc%. 00 cae apeae inane $951,326,552 


The record herewith demonstrates that the 
fire insurance companies must in some manner 
secure a better balance between underwriting 
income and underwriting outgo. It is a problem 
the solution of which yearly grows more im- 
portant and pressing. 
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UNDERWRITING AND INVESTMENT PROFITS AND LOSSES IN 1926 
Record of 100 Leading Fire Insurance Companies as Reported to the New York Insurance Department 


Name anv Location oF Company 


Thirty-two ‘go of New York State 
Agricultural, Watertown 

American Alliance, New York......... 
American Eagle, New York........... 
American Equitable, New York....... 
Bankers & Shippers, New York........ 


NN SPOTTY rr ee 
City of New York, New York......... 
Commonwealth, New York........... 
Continental, New York............... 
Fidelity-Phenix, New York........... 


General Exchange Ins. Corp., N. Y.... 
Glens Falls, Glens Falls.............. 
Globe and Rutgers, New York........ 
Great American, New York........... 
Hamilton, New York...............-. 


Hanover Fire, New York............. 
SS Serer ee 
Importers & Exporters, New York..... 
International, New York............. 
Mercantile, New York.............-.- 


Merchants Fire, New York........... 
National Liberty, New York.......... 
New York Underwriters, New York.... 
Niagara Fire, New York.............- 
Northern, New York................- 


North River, New York.............. 
Pacific, New York..... 





U. S. Merchants & Shippers, New York 
Westchester, New York.............. 


Forty-Four Companies of Other States 


gh 
Alliance, Philadelphia. ............... 
American Auto, St. Louis............. 
American-Central, St. Louis........... 


American, Newark...............-+-. 
Automobile, Hartford................ 

SNR. 36 ile tn eanine sare 
California, San Francisco............. 
eee en Oe eee 


Concordia, Milwaukee................ 
Connecticut, Hartford................ 
Dubuque F. & M., Dubuque.......... 
Equitable F. & M., Providence........ 
Fire Association, Philadelphia......... 


Fireman's Fund, San Francisco........ 
Firemen’s, Newark........... inthe aan 
Franklin Fire, Philadelphia........... 
Girard F. & M., Philadelphia.......... 
Hartford Fire, Hartford.............. 


Home Fire & Marine, San Francisco. . . 
Ins. Co. of No. America, Philadelphia. . 
Ins. Co. of State of Pa., Philadelphia... 
Mechanics, Philadelphia.............. 
Milwaukee Mechanics, Milwaukee... . . 


National-Ben Franklin, Pittsburgh.... . 
National Fire, Hartford.............. 
National Union, Pittsburgh........... 
Newark Fire, Newark................ 
New Hampshire Fire, Manchester... . . 


Northwestern National, Milwaukee. .. . 
ee CT DOM, .. 5..a-560y0 ew ccs 
eae ae 
Pennsylvania, Philadelphia: .......... 
Peeeeae, Ter... cece ss 


Providence Washington, Providence... . 
ee SS Sa eae 
Rhode Island, Providence............ 
"Gare 
Security, New Haven................ 


Springfield F. & M., Springfield, Mass.. 
St. Paul F. & M., St. Paul...... Sea 
Superior Fire, Pittsburgh. ............ 
Travelers Fire, Hartford.............. 
T centy-Four Foreign Companies 
Atlas, re oa te Ramis iis 
Caledonian, Edinburgh............... 
Commercial Union, London........... 
Eagle, Star & British Dominions, London 
Liverpool & London & Globe, Liverpool. 


London and Lancashire, London....... 
London Assurance, London........... 
North British and Mercantile, London. . 


4,685,59: 
46,673,743 


Under- 
writing 
Income 
Earned 
in —" 


1 
,517,112 


2,930,177 
24,479,152 
19,949,323 


3,668,020 
7,827,583 


28,970,213 
18,839,705 


096 
8 


2,540,753 
4,717,271 
3,102,615 


3,752,347 
8,100,426 
529,455 
11,316,465 
3,216,597 


10,660,712 


2,193,164 
14,733,074 


2,879,164 
7,760,743 


26,758,044 
2,513,739 
3,234,738 
6,538,097 
5,089,147 


12,774,027 


5,114,832 


3,507,216 
7,370,630 
1,794,701 
1,455,306 
9,075,923 


19,255,674 


55,704,869 


2,309,098 
30,399,542 
2,242,682 
1,946,439 
5,334,618 


3,090,526 
19,896,820 
10,258,142 

3,668,270 

5,332,353 


4,748,881 
1,992,180 
2,579,199 
5,982,192 
12,168,867 


14,434,432 
14,400,935 
2,580,710 
4,587,143 


11,894,336 
3,514,867 


4,224,398 


(Copyright, 1927, by The Spectator Company, New York) 


Losses and 
Under- 
writing 

Expenses 
Incurred 
in 


5,415,401 
1,365,033 
6,753,230 
2,553,929 
3,723,369 


1,717,043 
3,156,625 
2,878,361 
23,988,762 
20,065,290 


4,022,863 
7,932,588 


30,472,151 
19,224,519 


821,222 
4,537,494 


45,649,314 


2,737,819 
4,955,152 
3,061,515 


3,538,520 
8,580,882 
758,241 
11,452,036 
3,383,174 


10,893,490 


15,080,348 


3,038,621 
8,303,016 


13,113,214 
30,096,897 


2,580,705 
5,271,887 
4 
7 


19,854,560 
9,415,958 
4,336,423 
2,566,250 

57,389,943 


2,360,733 
32,443,985 
2,230,128 
2,168,335 
5,633,750 


3,416,144 
20,759,044 


6,936,342 
1,215,511 
3,023,640 
10,212,930 
5,957,853 


14,273,265 


Under- 
writing 
Profit in 
1926 
3 


33,874 


148,104 
1,024,429 


221,694 
73,549 


189,927 
108,604 


Under- 
writing 


ss in 
1926 
° 


295,877 


102,427 
172,558 


115,967 


354,843 
105,005 


232,778 
53,040 


75,854 
347,274 


159,457 
542,273 


1,693,501 


166,206 
269,800 


339,187 


11,812,897 


121,375 


598,886 


637,567 


51,635 


2,044,443 


221,896 


299,132 


325,618 
862,224 


1,401,921 


eer eeees 


347,296 


2,318,732 


16,110 


1926t 
3 


Net Gains Dividends 
from In- Declared 
vestments in in a 


442,643 220,000 
566,491 320,000 
744,737 


140,000 
—695,735 167,708 


344,997 100,000 
238,722 130,000 
412,757 120,000 
349,033 100,000 


4,412,759 2,400,000 
3,922,139 6,399,994 


at, i Slide SE ES 
928,937 400,000 
4,153,779 1,260,000 
3,471,672 2,000,000 


58,590 55,990 


717,370 i50,000 
5,963,364 3,240,000 


251,673 b—181,000 
1 


386,759 000 
325,299 125,000 
1,074,118 —_¢1,257,500 
2,322,608 299,970 
| eee 
1,677,659 600,000 
483,656 140,000 
1,392,476 400,000 


140,000 


05,900 
1,108,276 700,000 


249,985 100,000 


2,021,858 560,000 


306,365 80,000 
727,896 375,000 


3,028,734 1,200,000 


250,782 100,000 
471,348 200,000 
563,466 600,000 
500,961 100,000 


As 0,000 
248,342 80,000 
794,138 244,994 
358,997 80,000 
963,866 250,000 
272,506 100,000 
374,879 100,000 

1,080,882 750,000 
1,647,286 1,000,000 
238,628 1,100,000 

’ 320,000 
342,069 80,000 
4,960,234 2,000,000 
295,144 160,000 
3,752,871 1,500,000 
484,866 80,000 
255,735 60,000 
734,753 S—66,936 
269,346 80,000 
1,957,004 750,000 


729,082 g—700,000 


375,243 50,000 
752,243 360,000 
1,085,184 830,000 
476,651 80,000 
377,026 200,000 
841,874 300,000 


2,513,210 ‘1,219,339 


962,268 h1,359,967 
9 200,000 
317,818 i—146,398 


871,669 384,000 
636,433 180,000 
1,793,958 560,000 
898,146 640,000 
228,688 80,000 


246,869 e—2,000,000 


339,714 79,519 
202,749 174,900 
1,069,058 1,359,582 
338,635 82,573 
889,733 509,251 
509,590 691,529 


413,664 575,467 
861,072 567,806 
546,670 91,395 


413,543 465,383 


Increase (+) 


+206,500 
—56,791 


ceresese 








+15,038 
+19, 166 


+10,065 


+1,607 


+391,563 
+277 
+65,000 


+37,432 
+101,212 


Increase in Decrease in 
Net Surplus, 


in 1926 
4% 


26,766 
398,570 


1,547,793 
235, 


942,088 
177,079 


749,941 


1,095,418 
10,171 


83,509 
278,510 
367,420 


53,548 
504,978 
96,830 
488,373 
1,196,982 


155,676 
184,384 
159,185 
177,949 


1,310,125 
913,354 


270,233 


Expenses Ratio Un) 
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Ratio Ratio A 
Losses and Net Losses Expenses Ratio Und. 
Under- Under- Increase (+-) Incurred Incurred _ Profit (+) 
Name anD Location oF Company writing writing Under- Under- Net Gains Dividends _ or Decrease to Und. to Und. or Loss (—) 
Income Expenses writing writing from In- Declared (—) in Spe- Increase in Decreasein Income Income to Und. 
Earned neurred Profit in Loss in vestments in in 1926 _cial Reserves, Net Surplus, Net Surplus, Earnedin Earnedin Income in 
in 1925¢t in 1926 1926 1926 1926f q etc., in 1926 in 1926 in 1926 1926 1926 1926 
$ 3 3 3 $ $ $ $3 3 % % % 
Midst: EA ss siac ccusnedon vas 3,282,718 A ee 84,847 262,983 167,292 PURINE. © Sverccs 41,950 54.8 47.7 —2.5 
(rere 4,744,982 4,691,895 GRGGF.. . bcnpenes 398,192 249,474 —6,966 ps ees Ore 50.9 48.0 +1.1 
Prudential Re. & Coins., Zurich....... 5,611,398 i." roe 553,512 TRB ee OR Re eae 75,905 68.4 41.4 —9.8 
Reinsurance Co., Salamandra, Copen.. . 3,772,937 4,021,397  ......... 248,460 302,742 300,887 ce, re 223,831 68.1 38.5 —6.6 
Royal, AVORDOGNS 3 60c/0a0- 505 cees 00 14,373,320 13,888,546 Tt, er oie 2,063,823 1,443,128 +36,769 pet ere tee 49.7 47.0 +3.3 
Royal Exchange, London............. 2,746,566 ME) | sate cata 33,215 198,542 279,392 MS |. Vcaiegsieas 112,439 55.2 46.0 —1.2 
Scottish Union & Nat'l, Edinburgh. . 4,020,792 3,928,628 Oe. 3. 486,458 429,320 +46,876 ee Pa 49.5 48.2 +2.3 
Get, LOM co codices einscadectckcee 4,387,511 C! : e 149,861 427,536 15,181 +65,200 of ere ae 53.3 50.1 —3.4 
Swiss Reinsurance, Zurich............ 4,465,418 3) eee 747,912 Sof tthaeua- ade, eee 371,509 72.8 43.9 —16.7 
Tokio M. & F., Toki0..........cecces 2,422,964 ,) > | See 11,357 500,001 —89,704 +55,401 pk rere a 60.7 39.8 —.5 
aie: Ca osc svc vacks So iterbeke 3,175,380 PT ar 614,227 389,488 —134,343 ce | eee 41,264 77.8 41.5 —19.3 
TNE PRM oe diver atse cade ccurs 4,991,588 5,668,558 ........ 676,970 438,297 —315,420 —17,735 i ere 64.7 48.8 —13.5 
Westere, TOMO: cco. oss ce ctdcevees 2,626,264 -) Seer 77,622 246,665 66,558 —17,891 De codvececa 58.9 44.0 —2.9 
Wee Wisco onc cs cetascieces 2,620,471 pt errs 443,359 168,343 AMA ZITA cvicescs SS Laer ee 66.1 50.8 —16.9 
Totals, 1926 (100 Companies)*.... 770,545,950 804,995,583  ........ 134,449,633 93,191,919 132,559,926 -+-14,446,353 121,736,007 ........ 58.5 45.9 —4.4 
Totals, 1925 (100 Companies)... .. 734,962,137 769,317,828  ........ 184,355,691 104,765,871 22,450,293 f+9,185,022 138,774,865 ........ 59.0 45.6 —4.6 
Totals, 1924 (100 Companies)... .. 708,724,166 732,174,532 ........ 123,450,366 110,678,902 35,611,495 {+2,405,440 749,211,601  ........ 58.7 44.6 —3.3 
Totals, 1923 (100 Companies)... .. 668,558,981 676,209,577 ........ 17,650,596 38,978,603 136,671,608 1+866,215 ........ 76,209,816 55.8 45.3 —1.1 
Totals, 1922 (100 Companies)... .. 622,037,012 621,852,593 PIGGAND . . -rawscaee 91,367,183 42,497,984  —233,286 149,286,904  ........ 56.9 43.0 +.03 
Totals, 1921 (100 Companies)... .. 623,679,664 P<. cecborns 416,930,144 75,029,673 19,396,803 t+-+-2,261,784 136,440,942  ........ 60.9 41.8 —2.7 
Totals, 1920 (100 Companies)... .. 616,561,739 634,673,986  ........ 718,112,247 19,839,966 18,040,623 {—2,212,769  ........ 714,100,135 57.5 45.5 —3.0 
Totals, 1919 (100 Companies)... .. 532,497,234 486,485,325 {46,011,909  ........ 20,197,572 20,613,970 +—1,396,034 146,991,545 ........ 47.0 44.4 +8.6 
Totals, 1918 (100 Companies)..... 480,848,490 466,660,629 14,187,861 ........ 22,003,194 15,113,696 t-+-1,737,643 119,339,716  ........ 55.1 41.9 +3.0 
Totals, 1917 (100 Companies)... .. 404,420,967 395,637,563 Vy 2 Serre 7,453,518 16,805,763 +—3,370,588 TRMEEE§©— wiedccens 57.1 40.7 +2.2 
Totals, 1916 (100 Companies)... .. 345,759,981 341,109,162 ae 28,916,191 24,493,583 1+788,943 | rrr 53.8 39.9 +1.3 
Totals, 1915 (100 Companies...... 308,009,279 294,765,884 113,243,395  ........ 24,954,951 115,138,231 +99,548 122,960,567 «........ 55.3 40.4 +4.3 
Totals, 1914 (100 Companies)... .. 286,844,451 235,646,161 ........ 78,801,710 24,514,117 11,033,208 +1,869,163 pe rrr 64.0 39.1 —3.1 
Totals, 1913 (100 Companies)... .. 279,437,395 273,143,819 | re rr CO a! eee ner 10,162,620 54.0 43.7 +2.3 
Totals, 1912 (100 Companies... ... 267,585,087 257,707,213 TORRE Sacicveas 17,668,686 146,218,166 ........ SIRS | eewanese 56.0 40.3 +3.7 
Totals, 1911 (100 Companies)... .. 254,878,986 247,571,625 i * rer 20,242,341 716,659,087  ........ 110,890,665  ........ 56.6 40.5 +2.9 
Totals, 1910 (100 Companies)... .. 249,676,029 232,260,065 117,415,964 ........ 13,044,544 17,245,708  ........ f13,214,800  ........ 53.1 39.9 +7.0 
Totals, 1919 (100 Companies)... . . 234,058,163 214,671,284 119,386,879  ........ 21,969,162 16,831,969  ........ oy re 51.7 40.0 +8.3 
Totals, 1908 (117 Companies...... 221,253,760 215,949,628 ic! rere 37,715,514 115,609,257 «........ PS Bere 57.4 40.1 +2.5 
Totals, 1907 (117 Companies)... . . 217,278,134 193,538,292 23,739,842 ........ IS B77 SiS TID CURRIG ccicccce §— deceeces $2,237,909 49.2 39.8 +11.0 
Totals, 1906 (123 Companies)... .. 202,814,322 314,265,561 ........ 111,451,239 ee by a er rer 134,107,583 114.9 40.1 —55.0 
Totals, 1905 (113 Companies)... .. 191,229,661 171,681,248 119,548,413 ........ 13,706,488 13,513,451 . ........ pi ¥ | Serie 51.6 38.1 +10.3 
Totals, 1904 (106 Companies)... .. pony OT ere ree 19,976,753 18,043,629 i. ee | rrr 67.2 38.2 —5.4 
Totals, 1903 (106 Companies)... .. 71,622,404 155,366,952 116,255,452 ........ 4,072,754 i yl ree $10,842,229 ~—si.... . 49.7 39.6 +10.7 
Totals, 1902 (107 Companies)... .. 155. 257,275 150,568,073 TRGEEEE | -  vwetedtes 10,569,987 TORRE” s:dceasns re 56.0 41.0 +3.0 
Totals, 1901 (115 Companies)... .. 141,974, "351 eo ree 9,846,738 14,654,636 SED ~ excgicdcsa- =) cadeans es 1991,100 66.6 40.2 —6.8 
Totals, 1900 (124 Companies)... .. 133, "424" 848 140,411,087 ........ 16,986,239 13,927,553 JRREOCE n vecenc if: ae 65.8 39.3 —5.1 
Totals, 1899 (120 Companies)... .. 124,274,687 137,729,030  ........ $13,454,343 13,429,310 a. SCO ene ny 16,363,666 70.6 42.2 —10.8 
Totals, 1898 (127 Companies)... .. 122,826,159 121,518,181 FE RGSEe ~ Sasewass 14,126,437 79,634,032 =... TQGERAEe  edhen ede 60.0 38.9 +1.1 
Aggregates 29 years (av. 106 cos.) 10,252,229,128 10,329,506,346 ........ 177,277,218 878,756,774 425,270,361 t++16,447,434 {359,761,761  ........ $100.7 —.7 
* Many companies transact marine business, bay is included herein. t Net. } Interest and other income from investments (less real estate expense), plus appreciation or minus depreciation in seeurity values, 


etc. § Ratio of losses and expenses to premiums for 
1909 are premiums earned. 
Surplus paid in. 
#Surplus paid in, $250,000; dividends, $103,602 


{ The amounts for foreign com ont 
a Includes $5, 000,000 stock oe dividend, 6 Surplus paid in $300,000; dividends $119,000. 
f Premium on stock sold, $375,000; dividends, $280,006; interest on capital stock payments, $28,064. g Surplus paid in, $1,000,000; ‘dividends, $300,000. A Includes $1,000,000 stock dividend. 


¢ Includes stock dividend, $1,000,000. d Dividends, $750,000, less 


es in dividend column represent net remittances to or (—) receipts from home offices. {{ Totals for years prior t o 


$500,000 surplus paid in. 








Historical and Statistical 








BIRMINGHAM FIRE INSURANCE 
COMPANY 
Pittsburgh, Penna. 

Stock Purchased by National Union 

The Birmingham Fire Insurance Company 
of Pittsburgh, Penna., has been purchased by 
the ‘National Union Fire Insurance Company 
of the same city. The latter concern is now 
handling the underwriting policy of the former 
organization and is reinsuring part of the risks 
of the Birmingham Fire. The Birmingham 
Fire, which is to be licensed shortly in New 
York, is expected to materially develop under 
the guidance of the National Union. 

The Birmingham has a capital of $200,000, 
assets of $541,628, and a net surplus of $208,- 
998. 


CENTRAL FEDERAL FIRE INSURANCE 
COMPANY 
Davenport, Iowa 
Federal Surety Running Mate to Increase 
Capital 
The Central Federal Fire Insurance Com- 
pany of Davenport, Iowa, is increasing its cap- 





ital stock from $300,000 to $500,000 in harmony 
with plans which call for an expansion into 
the territory now covered by its casualty run- 
ning mate, the Federal Surety Company. The 
company at the present time operates in thir- 
teen States, and when it has completed arrange- 


ments to enter other fields, it will take ad- 
vantage of the agency force of the Federal 
Surety. 


FIREMENS INSURANCE COMPANY 
Newark, N. J. 
Directors Vote Capital Increase 


At a meeting of the board of directors of 
the Firemens Insurance Company of Newark, 
N. J., held on April 27 last, it was voted to 
increase the capital stock of the company from 
$5,000,000 to $7,000,000 by the issuance of 50,- 
000 shares (par value $50 per share) at $185 
a share. Stockholders were given the right to 
subscribe for one new share in proportion to 
each two shares of stock now held. This move 
on the part of the board of directors, which 
will add $6,750,000 to surplus account, will not 
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have to be voted on by the stockholders of the 
company, as they have already authorized a 
blanket increase to $10,000,000. As the stock 
is now selling well above $200 the rights to 
purchase on the part of stockholders are of 
great value. 


Stockholders are given the option to sub- 
scribe to the new issue in full on May 16 or 
to pay $65 a share on May 16, $60 a share on 
June 16 and the remaining $60 on July 16, which 
latter date is the time the new stock will be 
issued. No fractional share will be author- 
ized and warrants for rights to purchase the 
new stock have already been issued to stock- 
holders of record on April 30. 


In his letter to stockholders concerning the 
capital increase, President Neal Bassett, whose 
marvelous executive ability and keen foresight 
has built up for the Firemens an enviable repu- 
tation, called particular attention to the policy 
of his company in paying dividends and in this 
regard stated: “The Firemens follows the 
definite policy of paying its dividends from 
earnings, accruing from investments without re- 
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gard to profit on underwriting. The Fire- 
mens have never passed a dividend nor has it 
ever reduced its regular rate of dividends, once 
established, except when it concurrently de- 
clared a stock dividend. There is every reason 
to believe that it can and will continue its 
present rate on the increased capital presently 
to be issued.” 


COMMERCE MUTUAL FIRE INSURANCE 
COMPANY 
St. Hyacinthe, Quebec 
New Mutual Projected 
With an authorized capital of $500,000 the 
Commerce Mutual Fire Insurance Company is 
being organized at St. Hyacinthe, Quebec, with 
the approval of the Ottawa Senate Banking and 
Commerce Committee. 


DEL-MAR-VA FIRE INSURANCE COM- 
PANY 
Keller, Va. 
New Company Incorporated 


With a capital of $100,000 the Del-Mar-Va 
Fire Insurance Company is being incorporated 
at Keller, Va. Algernon T. Hickman of 
Painter, Va., has been chosen president, and 
Edwin F. Adams of Harborton, Va., will act 
as the company’s secretary. 


FARMERS MUTUAL CYCLONE INSUR- 
ANCE COMPANY 
Pickford, Mich. 
New Farm Mutual Launched 


The Farmers Mutual Cyclone Insurance 
Company is being organized at Pickford, Mich., 
to do business in Chippewa, Mackinac and 
Luce counties. The Michigan Department has 
given its approval to the new farm mutual 
cyclone project. 


INSURANCE COMPANY 
Boise, Idaho 
Being Re-Organized Into Life Company 


Fire and life executives have evinced con- 
siderable interest in the recent reorganization 
of the Idaho Fire Insurance Company of Boise, 
Idaho, into a life company under the title of 
First National Life Insurance Company. 

The outstanding fire business has been re- 
insured in the California Insurance Company 
and the new life concern will take over the as- 
sets of the fire company. Stockholders of the 
fire concern will become stockholders of the 
new life company, it is understood, and the 
officers will be similar, C. A. Barton, formerly 
vice-president of the Idaho Fire, becoming pres- 
ident of the First National Life: F. W. Beck, 
formerly president of the fire company, will 
act in the capacity of vice-president for the life 
company, and Theodore Barraclough, former 
secretary of the Idaho Fire, has been made actu- 
ary and comptroller of the First Nationa! Life. 
Harry L. Barton, treasurer of the fire com- 
pany, will serve as secretary of the life con- 
cern. 


IDAHO FIRE 


The home office building will be the same as 
that used by the Idaho Fire, which it is under- 
stood will turn over to the life company a 
capital of $134,000 and a surplus of $162,000. 


NEW BRUNSWICK FIRE INSURANCE 
COMPANY 
New Brunswick, N. J. 
Control Purchased by Home of New York 

The New Brunswick Fire Insurance Com- 
pany of New Brunswick, N. J., which last year 
celebrated the hundredth anniversary of its or- 
ganization, had recently been purchased by in- 
terests identified with the Home Insurance 
Company of New York. Acquisition of con- 
trol is being obtained by paying $25 a share 
for the stock. The outstanding business of 
the New Brunswick, it is understood, will be 
reinsured in the Home, the former concern to 
be added to the Home fleet. 

When the stock has been actually trans- 
ferred, President Charles L. Tyner, Vice-Pres- 
idents C. A. Ludlum, Wilfrid Kurth, Frank E. 
Burden and V. P. Wyatt of the Home will be 
elected to similar positions in the New Bruns- 
wick and will also serve on the board of direc- 
tors. Charles D. Ross, at the present time pres- 
ident of the New Brunswick, will retain his 
position on the board of directors with sev- 
eral of the other incumbents and although the 
company will continue to have its home office 
at New Brunswick, it is expected that the bulk 
of the business will be transacted in New York 
in conjunction with the other companies of the 
Home fleet. 

The New Brunswick, which is licensed in 
twenty-seven States, had as of December 31, 
1926, a capital of $300,000, total assets of $1,- 
613,467 and a net surplus of $202,181. During 
1926 net premiums written amounted to $923,- 
379 and the total income for the year aggre- 
gated $981,929. On the other hand, losses paid, 
totaled $468,030. 


UNION INSURANCE SOCIETY OF 
CANTON, LTD. 
Hongkong, China 

American Business Reinsured 

Marsh & McLennan of Chicago, United 
States managers for the Union Insurance So- 
ciety of Canton, Ltd., has announced that the 
Fire Insurance Company of New York, N. Y., 
has reinsured all the American business of the 
Union of Canton, except the marine lines and 
the business written on the Pacific Coast 
through the general agency of Balfour, Guthrie 
& Co. of San Francisco, Calif. 

In informing their agents of the plan to rein- 
sure the concern, Marsh & McLennan stated: 
“The decision to reinsure has been reached after 
due consideration of the policy of the society’s 
home office to limit its investment in the United 
States, on the one hand, and the high expense 
ratio involved in handling a relatively small 
volume of business, on the other. Substantial 
additional capital would have been necessary to 
finance the operations of the large and growing 
agency plant, and the management at Hongkong 
felt that so large a proportion of their assets 
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should not be at risk in the American field, in 
view of generally known facts as to the yp. 
derwriting records of the fire companies as q 
whole during the past five years. 

“ * * * We are sure that every repre 
sentative and policyholder will be treated with 
the utmost consideration and fairness by the 
United States Fire and we will give our fy! 
support in making the transaction satisfactory 
to all concerned.” 


FIREMAN’S FUND INSURANCE 
COMPANY 
San Francisco, Calif. 
Examination by Insurance Departments of 
Virginia, California, Indiana, Kan- 
sas and New Mexico 
The Firemans Fund Insurance Company of 
San Francisco, Calif, has been recently 
examined by the insurance departments of 
Virginia, California, Indiana, Kansas and New 
Mexico. The report dated January 14 was 
filed in March and the examination was made 
as of June 30, 1926, the last previous examina- 
tion having been conducted as of June 30, 1922. 
The examination was made under the aus- 
pices of the National Convention of Insurance 
Commissioners and is in part as follows: 


History 

The Firemans Fund Insurance Company was 
organized under the laws of the State of Cali- 
fornia in August, 1862, with a capital stock 
of $200,000.00 and commenced business in May, 
1863. Changes in the amount of capital paid 
in have been as follows: 
1871—Capital stock increased to..$ 300,000.00 
1880—Capital stock increased to.. 750,000.00 
1886—Capital stock increased to.. 
1907—Capital stock increased to. . 
1909—Capital stock reduced to.. 
1920—Capital stock increased to.. 
1925—Capital stock increased to.. 5,000,000.00 

The company’s history, previous to the period 
covered in this examination, has been fully 
covered in previous reports, and reference is 
made to them for any details upon which in- 
formation may be desired. 

During the year 1925, the company changed 
the par value of its capital stock from $100.00 
per share to $25.00 per ‘share, and increased its 
total authorized capital from $3,000,000.00 to 
$5,000,000.00. This additional $2,000,000.00 of 
stock was offered to stockholders and paid for 
at a price of $37.50 per share, thus giving rise 
to a surplus contribution of $1,000,000.00 dur- 
ing the year 1925. 

The company’s stock records were checked 
and found in balance, and it was noted that the 
exchange of the old stock, of a par value of 
$100.00 per share, for a proportionate amount 
of the new stock, at a par value of $25.00 per 
share, has been practically completed. 


Territory and Plan of Operation 

The company is licensed to transact business 
in every State in the Union, also in Alaska, 
Hawaii, the Philippine Islands and also the 
provinces of Canada except New Brunswick 
and Nova Scotia. The company is also admit- 
ted to Australia for the transaction of marine 
business. 
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The company has set up the. following de- 
partments, located as shown, for the transac- 
tion of its business: 

Pacific Coast Department, San Francisco, 
Calif.; Eastern Department, Boston, Mass. ; At- 
lantic Marine Department, New York, N. Y.; 
Western Department, Chicago, IIll.; Hawkeye 
Department, Des Moines, Iowa. ; Southern De- 
partment, Atlanta, Ga. 

Each of these departments maintains its own 
books and records, and control figures are for- 
warded regularly to the home office in San 
Francisco. 

The Atlantic Marine Department, located in 
New York, confines its operations to marine 
business, other lines originating in the State of 
New York passing through the Eastern De- 
partment, located in Boston. Marine business 
originating in the Western and Southern de- 
partments is reported through the Atlantic Ma- 
rine office. 

Reports on certain railroad syndicate busi- 
ness are handled in a special office in New 
York. 

A large volume of marine business is ceded 
to the company through reinsurance arrange- 
ments with foreign companies. Weekly re- 
ports on this business are sent from London 
to the home office. 

Due to the fact that the company’s basic rec- 
ords are kept in the various departments, 
arrangements were made to check the records 
in each one of those offices. Through the cour- 
tesy of the New York and Massachusets In- 
surance Departments, their examiners partici- 
pated in this work to the-extent of furnishing 
a report of their findings in the Atlantic Ma- 
rine and Eastern Departments respectively. 


Guarantee Surplus and Special Reserve 


In accordance with the Guarantee Surplus and 
Special Reserve Act of the State of California, 
the company’s policies contain a provision to 
the effect that the insured, by accepting the 
policy, waives any recourse to its stockholders 
and agrees to look solely to the assets of the 
company to satisfy any claim. As is provided 
in the law, the company carries a Guarantee 
Surplus and a Special Reserve Fund, each 
equal to $200,000.00, the minimum capital re- 
quired of a California fire company. 


Officers and Directors 

The officers and directors of the company 
are as follows 

Officers.—J. B. Levison, president; John 
Marshall, Jr., vice-president; Charles R. Page, 
vice-president ; Thomas M. Gardiner, treasurer ; 
H. P. Blanchard, secretary; A. W.. Follans- 
ee, Jr., marine secretary; John S. French, as- 
sistant secretary; Frank C. White, assistant 
secretary ; G. E. Townsend, assistant secretary ; 
George Jordan, assistant marine secretary, and 
Edward Randall, general auditor. 

Directors—Frank B. Anderson, William J. 
Dutton, Chas. P. Eells, Edward L. Eyre, J. B. 
Levison, John Marshall, Jr., Geo. A. Newhall, 
Henry Rosenfeld, F. W. Van Sicklen, Arthur 
A. Smith and Franklin A. Zane. 

The board of directors meets semi-monthly. 
Minutes of all meetings were found in proper 
order. 
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FINANCIAL STATEMENT 
Capital Stock 


$5,000,000.00 














Amount of capital paid up.......ccececceeeecscees ee sate eeeeeees 
Amount of ledger assets (as per balance), December 31, 1925.......... 29,647,601.97 
pe Ee ea erro re mmr tr rr Tes ere ee TR tee Oke ee, $29,647,601.97 
Income 
Gross Pre- , Deduct ; .) 
miums Written Return Reinsurance Total Net 
or Renewed Premiums Premiums Deduction Premiums 
Bite Vigeseuces $10,792,449.59 $2,134,581.22 $1,847,911.78 $3, ech 9 00 $6,809,956.59 
Matihe. *.ies- 2,534,389.02 96,450.40 795 °463.2 23 891,913.63 1,642,475.29 
Automobile 2,843, 808.73 560,339.98 72,037.35 632, 377.33 2,211,431.40 
Totals. ‘¢s “$16,1 170, 647, 34 $ 2,791,371.60 $2,715,412.36 $5,506,783.96 $10,663,863.38 
Gross interest om mortgage loans........scccccsccccvcccscrcccesesceeses $76,120.11 
Grden- interest en. collateral lots. o6.o.6.cs ccice res tandersssereesks tesscgmms 2,876.82 
Gross interest on bonds and dividends on stocks, less $4,222.80 accrued in- | 
terest: of bates acamired during 19262. «0.0 cmocs cease cacsesececeees seni 458,853.14 
Gross interest on deposits in trust companies and banks.............--..+- 25,284.19 
Gross interest from all other sources: 
DUGG BOONES <6) oe inca icvdcedd do vewes aceudvedeeuccbatycweepaneaus . 12,004.24 
Gross rents from company’s property, including $37,500.00 for company’s _ 
Centipaniy: a5 10s. ow:  DOUGINGS. 6: <.6)5< ccticscdiccceesseneccecwicnectaes 57,894.32 
Aba TURNER ORG na bev crane dhe de daencencesvanter teas che darakameawen 633,032.82 
From other sources: 
WEUSCOIINOID = TMROUNE 8 ion 5.65 oo cb cide hadic dc chavs Use RER gee Memadets 817.38 
COMMBIORTON OM.. SCHIBUTAMEE 60 oo 5 ch eee b a6 er EL 4s cece la dodty ean 42,745.13 43,562.51 
Prout. agetite”’ Balances. previously charded O86. 0. 6:2! 6c ce cece d ies ee Ve ndeewnasacens 231.39 
Gross profit om sale or maturity of DOGG i.e seid 6b THs eds 53S E0S 2 ie Se eteeeden 933.23 
"Bota 1NGGMRO sos o.c vocc ceticeleaedrcacncneces «vcceew cases Tamsleawes debmaahas $11,3 341, 623.33 
Disbursements 
Gross 
Amount Paid for 9-———-——-— Deduct ----——-- Net Amount 
Losses, Less Dis- Total Paid Policyhold- 
counts, if Any _ Salvage Reinsurance Deduction ers for Losses 
Fire A re $4,515,375.44 78,421.15 $948,131.14 $1,026,552.29 $3.488,823.15 
Marine ...... 2,118,001.03 196. 990.36 592,923.65 767.914.01 1,350,087.02 
Automobile ....  1,163,489.81 80,942.24 26,921.19 107,863.43 1,055,626.38 


dese $7, 796, 866.28 $334,353.75 $1, 567, 975. 98 $1, 902,329. 73 $5,894,536.55 $ 5,894,536.55 


Totals 
Lice: SAE BERNE. aa ca eg eciews Os Hodes a had Kou centbaameatnacs crete 182,965.06 
Agents’ compensation, including brokerage..........-ccccceccsecsccecess $2,195,351.26 
Aaa GON 65 hic ccocds seedy eet Ben ands nceehada er nthaancmmasa 17,974.93 2,213,326.19 


Field supervisory expenses: 





Cin. ss Gi HOE TRY 5. v6. dv oxe Kc ciel delgcne nd naWes tieee ad CHEE Chama 198,448.81 
(By Eapeare GC. HOM Melb so sue casinseeinc delandmandekevaes ceORGeeeueeo 173,553.79 
(c) Executive—traveling expenses of others than field men............ 13,623.50 385,626.10 
Salaries and fees—directors, ofticers and COUN isk ccc vcleern'a peametate ss diet eae ee 755,858.13 
Rents, including $37,500.00 for company’s own occupancy of building owned.......... 110,141.17 
Furniture and fixtures, including rent of and repairs to same...............2.00000- 28,307.78 
DAS TOME COTTEINIOES 655 o's Saco cia A Mari he aed « dames hE HR Sen i ameE eae ae 17,319.64 
ot oh $40,989,225.30 
Inspections and surveys, including underwriters’ boards and tariff associations......... 217,388.71 
ROGGTEL TASPRS 6 iin x.05.05.0: 8c Cdcgrnege nance lace e ee Saint Uns tetnGleaete cea 13,786.06 
Taxes, licenses and fees: 
Car Statin Caeeees S00) SOMMCEORE Sd 2:5 aia an lack ae ole 6 0 shen een vec gedens $317,018.48 
CR) EMGGHSICE  GEDAPIMIONE ob oc eS 2 he Set eics Kes C ee Eee ca FRO RENEE 28,853.32 
Cha SRRUOTIEIE, 5 oi ova o's bie Paco n Capea oe SERRE eS Choe ten 19,549.34 
(GE Five Batras Ail SAVARESE COEDS s 6 us 6 6605 3.6006 cst wade cance ebkvneanet 13,296.36 
(e) All other taxes, licenses and fees (except real estate)............. 3,982.32 382,699.82 
Postage, telegraph and telephone, exchange and express............ccccececcccccceces 46,558.52 
Legal ‘expenses; excluding: legal expenses om Jossed. «0.66... 5 es cess dveseticssevesvwse 7,339.67 
Advertising and subscriptions $47,922.21; printing and stationery $96,575.19.......... 144,497.40 
Miscellaneous, itemized: 
(a) Expenses cmmtaliation: telemneie sooo cae eie's od co Wu as wen Shae ee eaes $1,790.25 
(b) Charity and ONMUONB So oes civindin he kenne unde ssieawses sd aca enone 2,352.89 
CEP CO PRMNRIN TAIT AINE So feo iis Ha ice det corc ar uadiaeodneueeun ‘ 1,147.76 
CEP TAMUNMNOE,  CXDOMSE og oki cinch cnc vba tow ciate tubne andre bee 2,495.24 
(d) Miscellaneous expense ....... ertwiesttwee haw welnkaaes ad gnmetie lin 162 59 7,948.73 
Real estate expenses 
Ca) MCUNROMEE NUE CROCWEES. irs ofsniac Dako iv d cw dwn nlacala’s Ue Wdera ae Ee 51,765.63 
Paid. shaekilers. fee. dividends: (caslt) i3:250 56 06 60.06 heise Caen ddéa lovieec ceca 500,000.00 
Ageras TAGE CORTGEO OTF: ss «dang cea ehentevewsenat 5s. caVOe tee te pale he eees 4,966.73 
Cross: lesa’ om gate or matarihy: OF “RemGes. 6 oie oo 6 od oo ba ola ca oboe dee dedudiake 3,623.85 
OAD CGI ETRETNS os. is 0.5: dg 0 Rai CREE EMENS OU Re 4 vot Oakes HAE e ee $10,968,655.74 
BRGREO SS tdi + cee Pisickeed ba Ces Ue eae Ea eee wien sews Wheat eae $30,020,569.56 
Ledger Assets 
Bisele CRSRO. GR CGE, Cates. ge. ono inks Hews pene cures i va.d dH ednbdd ae $ 1,175,695.66 
Mortate Kies om:seal. estate, first: Heme scinsici. « cialeat decd aw « Uke eee Olivine cs 3,193,544.02 
Loans secured by pledge of bonds, stocks or other collateral.............ccccecccccece 76,500.00 
Book value of bands, $16,397,227.03, and -etecks, $2,217,214.23. ic cicdivevecacteeecwosn 18 614.441 26 
Casals: im - compatiy’s. offices 2... 0's:+.s5 vbr sions Mal vetipnccnesaicaineeodtelboedede $13,047.80 ; , ‘ 
Deposits in trust companies and banks not on interest............-.2ee000e 106,612.31 
Deposits in trust companies and banks on interest.............ccccecceces 1,202,073. 30 1,321,733.41 
Agents’ balances representing business written subsequent to April 1, 1926........... 4,171,809.56 
Agents’ balances representing business written prior to April 1, 1926.............0.0- 519,641.42 
Balle: sicexeanie, taken for fire: RGR ss engines savnss bapvegmacewae tient bevnwe, 727 996.40 
Bills, receivable, taken for riské other than fife. c cick cis seco sets Odes Cibdc bodice donc 11,752.84 
Other ledger assets, viz: reinsurance recoverable on paid losses.......cceeccecceccece 171,260.71 
Reinsurance recoverable on paid losses—doubtful.............cc cece cc ccccccccccccce 10,280.64 
Vearvenen: Sime. tor. agents Dabieng Serer cc es Coceaccsida oe Seen dooek dens 2,452.98 
Accounts receivable, $55,836.67; less accounts payable, $32,375.41.....cccccecccceeece 23,460.66 
Total Tete Sects. 2... covet cue devaunds ovwbbivebaecwoweee oandigG’ «ened odeicie $30,020,569.56 


21 











Fire Insurance Bulletin 


THE SPECTATOR 


Thursday 








Non-Ledger Assets 


17. Interest due, $15,909.17, and accrued, $14,032.48 on mortgages........... 
18. Interest accrued on bonds not in default...... 
19. Interest accrued on collateral loans........... 


26. ‘Market value of bonds and stocks over book value. .....--ceeeeeeceecererenccsnence 
28. Salvage recoverable on paid losses............ 


iets BONE cs ieniieew stn sdk dee aaee Kes 


$29,941.65 
249,525.22 


973.90 280,440.77 


762,178.38 
704.65 


$31,063,893.36 


Deduct Assets Not Admitted 
34. Agents’ balances representing business written priod to April 1, 1926...... $519,641.42 


35. Bills receivable, past due, taken for premiums 


36. Excess of bills receivable, not past due, taken for risks over the unearned 

IR: CORON « 05 cic ork ealae 6 0 0e's21000 0 
37. Reinsurance recoverable—doubtful ........... 
38. Accounts receivable not secured ............-- 
39. Book value of real estate over market value.... 


pe a ee eee eee 


Lia 
1. Losses and claims: 
Reported or Incurred 
in Process of But Not 
Adjustment Reported 
BE og owes eee 39.09 $1,351,917.71 $144,589.11 
RiP MEINE ~ ib aa dior 2,679,344.68 465,989.21 
4. Automobile ...... 265,888.50 44,253.93 





14. Totals 


15. Estimated expenses of investigation and adjustment of losses..........+-++e+eeeeeees 


od wee.e bu Che ode Baw eek Seed 48,234.88 
obs Wade bela eae aes T ee 103,727.15 
Pyro. et eee 10,280.64 
So wow acavein weet Oe ae me aa acon 10,383.94 
4 ieiew ares aie Kale ols wae eae 75,877.50 768,145.53 
io vasa ap leva seats pA Eee POEs evGteae oie ® $30,295,747.83 
bilities 
Deduct 
Reinsurance Net 
and Salvage Unpaid 
Resisted Total Received Claims 
$62,752.00 $1,559,258.82 $527,574.47 $1,031,684.35 
Soh aa in 3,145,333.89 876,984.57 2,268,349.32 
32,874.28 343,016.71 269.00 342,747.71 





$4,297,150.89 $654,832.25 $95,626.28 $5,047,609.42 $1,404,828.04  $3,642,781.38 


91,069.53 


16. Gross premiums (less reinsurance) received and receivable upon all un- 


expired fire risks; unearned premium thereon ; 
17. Gross premiums (less reinsurance) received and receivable upon all un- 
expired risks other than fire; unearned premium thereon............+.- 


Total unearned premiums as computed above 

25. Salaries, rents, expenses, bills, etc., due or accrued..........c.cscccccecccccccccsces 
26. Estimated amount hereafter payable for federal, state and other taxes, based upon the 
business of the year of this statement....... 

26a. 1925 California taxes unpaid .............-..-+ 
30. All other liabilities, viz: undeclared liability account reinsurance ceded.............. 


Total amount of all liabilities except capital 

PR TS RE ere rer ee 
SE SMD, Cisco scccccdpovees secccevoese 
Special reserve  .... ccc cee cccccccccsecscece 

25. Surplus over all liabilities...............s+-00- 


36. Surplus as regards policyholders............... 
OS UR rg oe ee Oe, ee 





Growth of the Company 
The following table shows the admitted as- 
sets and surplus on December 31 of each year 
since the last examination, also the amount of 
dividends declared to stockholders during the 
year: 
Surplus, Guaranty 


Surplus and Dividends 
Admitted Special Re- to Stock- 
Year Assets serve Funds holders 
1922.......$22,849,483.38 $4,515,776.24 $720,000.00 
3 See 24,152,967.72  4,553,159.63 720,000.00 
19206... c sc 25,991 989.79 4,582,486.75 720,000.00 
ere 30,191,341.37  *5,727,590.65 860,000.00 


~ *Includes stockholders’ contribution of $1,000,000.00 
is mentioned in paragraph entitled “History.” 
Underwriting Practice and Loss Experience 

The company’s largest net line on any one 
risk is $300,000.00. No increase was made 
in the maximum retention at the time the cap- 
ital was increased to $5,000,000.00. The largest 
gross line is $600,000.00. Reinsurance contracts 
of the usual type were found to be in force 
with a number of companies, and no excep- 
tional provisions were noted. 

The company accepts certain business written 
by the Occidental Underwriters, an institution 
which operates in the Pacific Coast and in 
Texas. The liability under these policies is 
accepted jointly by the Firemans Fund Insur- 
ance Company and the Home Fire and Marine 
Insurance Company of California, but the lia- 
bility of the latter company on all Occidental 
Underwriters business is fully reinsured by the 
Firemans Fund. 

On the basis of net writings for 1925, fire 
premiums accounted for 56 per cent of the 





ie pu tae eee totaal $5,000,000.00 


oa 8 aie'tsice ia et 4,923,259.22 


ee ee ee ee | 


Te POC eer ee ee ee $12,689,476.11 


3,094,344.14 


15,783,820.25 
50,000.00 


287,260.44 
86,191.88 
31,365.13 


$19,972,483.61 


00,000.00 
200,000.00 


10,323,259.22 
$30,295,747.83 








company’s net premium income, with marine 
and auto business next in volume with 18 per 
cent each. The remaining 8 per cent of net 
premium income was divided between the vari- 
ous minor lines usually carried by fire com- 
panies. 

An analysis of the total gross writings by 
lines for the past four years shows that the 
relative importance of the various lines has not 
changed materially. It was noted that the only 
change of any moment was a slight increase in 
the proportionate amount of fire business writ- 
ten, which was offset by a slight decrease in 
the proportionate amount of marine business. 


Premiums and Loss Experience 
The following tables, which have been com- 
piled from the records of the company, show 
the premium writings and loss experience in 
each major line for the last four calendar 
years: 


FIRE* 

- Business Losses Loss 
Year Written Incurred Ratio 
bs Re $ 8,819,739.59 $ 4,607,876.51 .522 
VOSS. 5 som we cae 9,901,689.25 4,826,548.21 .487 
oy REE ee 10,225,044.51 5,518,588.10 .540 
BPEDs 848e 5 eek 11,664,342.80 5,541,556.09 .475 





“Included in fire are all tornado, windstorm, cyclone, 
sprinkler leakage, riot, civil, commotion and explosion. 


MARINE 
ee $ 4,061,674.42 $ 3,944,590.47 .971 
bd Barer 4,235,867.60 3,394,002.28 .801 
1924... so sneven 3,853,992.60 3,422,864.68  .888 
B929 scoot tneee 4,289,970.85 3,060,475.33 .713 


AUTOMOBILE* 
1922... .cicvewens $ 2,976,455.71 $ 1,432,295.12 .481 
re re 3,453,398.44 1,448,663.13 .419 
LEAR foe cne we tigcens 3,629,121.43 1,767,461.06 .487 
3,665,575.50 1,884,581.12 .514 





*Included in the aut» figures re all hazards con- 
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nected with the use, ownership, maintenance or oper. 
ation of autos, except personal injury, which is not 
accepted by the company. 


TOTAL ALL CLASSES 

$15,857,869.72 $ 9,984,762.10 .630 
17,590,955.29 9,669,213.62 :550 
17,708,158.54  10,708,913.84 .605 
19,619,889.15  10,486,612.54 .534 





Accounts and Records 

Test checks for selected months were made 
of income and disbursement items, and checks 
were examined and traced to books of original 
entry. Securities were counted and examined, 
cash in office verified, bank accounts reconciled 
and all other accounts test checked. 

The system of records and acounts is ade- 
quate to meet the requirements of the busj- 
ness, which is somewhat complicated on account 
of the large volume of business originating 
through the departments of the company lo- 
cated in other cities. 

The annual statements for the years 1923, 
1924 and 1925 were analyzed, and it was noted 
that, while the statements are carefully pre- 
pared, the company does not strictly follow the 
convention blank in the handling of certain 
items. This is particularly true of agents’ bal- 
ances. The company combines with this item 
certain acounts that have no relation to it, but 
which, when used in this manner, materially af- 
fect the asset item of agents’ balances. 

The following table shows total income, dis- 
bursements and ledger assets of the company 
from 1922 to 1925, inclusive, as shown by its 
successive annual statements: 


F Ledger As- 
Year Total Income Disbursements sets, Dec. 31 
1922... $16,880,763.18 $16,546,289.44 $23,118,119.80 
1923... 18,553,933.00. 17,188,497.90  24,483,554.90 
1924... 18,931,670.42 18,535,981.21  24,879,244.11 
1925... 21,937,962.81  19,169,604.95 29,647,601.97 

Conclusion 


It will be evident from this report that the 
company has been able to continue the record 
of progress which has made it one of the im- 
portant factors in the fire insurance business 
of the country. With surplus to policyholders 
in excess of ten million dollars, and a continu- 
ally expanding business, there is no reason to 
doubt that it will continue to combine adequate 
protection for the public with satisfactory earn- 
ings to stockholders. 

Your examiners desire to express their ap- 
preciation of the unfailing courtesy and co- 
operation extended by all officers and employees 
during the course of the examination. 

Respectfully submitted, 
Barrett N. Coates, 
Consulting Actuary, representing Insur- 
ance Department of California. 
J. L. Lyons, 
Examiner, representing Insurance De- 
partment of California. 
C. O. Van Horn, 
Examiner, representing Insurance De- 
partment of Indiana. 
W. Vurpon, 
Special Examiner, representing Insur- 
ance Department of Kansas. 
H. J. Suaw, 


Special Examiner, representing Insur- 
ance Department of Kansas. 
W. W. Scort, 


Examiner, representing Insurance De- 
partment of New Mexico. 
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Where the insured owner of realty places 
a person in possession, as his agent,, and as 
a caretaker, charging him no rent, there is 
no voidance of that provision of the policy 
relating to change or title, interest or pos- 
session on the part of the insured. 

The plaintiff held a policy of fire insurance 
with the defendant company, which covered 
his farm residence. According to the evidence 
introduced by the plaintiff he moved out of the 
house following a separation with his wife and 
arranged to have his brother go into possession. 
This was done, according to the plaintiff’s 
testimony, so that the brother might take care 
of the property in the capacity of agent and 
caretaker. The brother, who moved into the 
house from another and smaller house on the 
same land, was charged no extra rent. The 
reason given for the plaintiff moving out was 
that his business kept him in a neighboring 
town, except during week-ends when he re- 
turned to his home. He further testified that 
he intended at all times to return to his home 
when the employment terminated and in proof 
of this contention showed that most of his 
household furniture, which was also covered 
by the insurance, was left in the home. 

A fire having occurred, the company refused 
payment on the ground that there was a viola- 
tion of that provision of the policy, which 
states: “If any change takes place in the title, 
possession, or interest of the assured in the 
above-mentioned property * * * then * * * 
this policy shall be null and void.” 

Taking up this issue, which is the principal 
bone of contention in this litigation, the trial 
court charged the jury as follows: “Now if 


Rector’s brother went into that property as | 


Rector’s tenant and occupied it as his tenant, 
the court tells you that the policy is void, be- 
cause it is in violation of that clause that re- 
quires him to maintain his residence and own- 
ership; and the possession would be changed 
from that of the original owner to that of a 
tenant. The court tells you, further, that, if 
his brother went in there as his agent and main- 
tained his residence in that building as Rector’s 
agent and not as his tenant, then the policy is 
not void on that account; * * * if he main- 
tained his possession by either remaining there 
himself, or keeping some one there for him, 
taking care of his property for him, the court 
tells you that he did not change his posses- 
Sion. ee ie 

On appeal from a verdict issued in favor 
of the plaintiff, the company contended that the 
above quoted instruction to the jury was ab- 
stract as applied to the facts and was an in- 
correct interpretation of the stipulation of the 
policy relating to change in title, possession or 
interest. 

In affirming the judgment of the lower court 
in favor of the plaintiff the Supreme Court of 
Arkansas states in part: “We do not think 
either objection to the instruction is well taken. 


In addition to the facts stated above, appellee 
testified that he told Mr. George, the agent 
who wrote the policy, that he was staying 
temporarily in Dardanelle, and that his brother 
was in charge of the insured property for him, 
and that George told him that this would not 
invalidate the policy. George denied having 
this conversation. Appellee testified that he 
had not put his brother in charge for any defi- 
nite time, and that he retained the right to re- 
enter and take possession at any time, and that 
it was his intention always to reoccupy the 
property when his employment terminated; that 
the house which his brother vacated when he 
removed into the insured property remained 
vacant, so that his brother could move back 
into it when told to do so, and his brother did 
return to that house when the insured house 
burned. He did not charge his brother any 
rent, and he kept a portion of his effects in 
the insured property at all times, and had the 
right to retake possession on demand. Ap- 
pellee further testified, as stated, that he had 
advised the agent, George, of his temporary 
removal from the property, and that George 
said that this fact would not affect the insur- 
ance. If this be true—and the jury evidently 
credited the testimony—the jury was war- 
ranted in finding that the agent did not re- 
gard the circumstance as being a change of 
possession. The agent made no attempt to can- 
cel the policy, and if there was a change of 
possession the question might have been raised 
whether this provision of the policy had been 
waived, but that issue was not submitted to the 
jury. The question of fact submitted was 
whether there had been a change of possesion. 


“We are of the opinion that the testimony 
warranted the finding that the temporary 
arrangement recited did not constitute a change 
of possession. Not only did the right of 
possession remain in appellee, but he left a 
portion of his household goods in ‘the house 
in charge of a caretaker.” 


* * * “Here the stipulation is only against 


a change of possession. One might be in 
possession of property which he did not oc- 
cupy, and one might give another the right to 
occupy which would deprive the owner of his 
right of possession, at least for the period of 
time that the right of occupancy exists. But 
this is the question which the instruction 
quoted submitted to the jury. Under the in- 
struction, the jury was told to find for the 
defendant insurance company if it were found 
that the occupant was not in possession for the 
owner. The court directed the jury to find for 
the insurance company if it were found that 
appellee’s brother was in possession as tenant, 
although the tenancy was at will, but to find 
for the plaintiff if it were found that appellee’s 
brother was in possession as a mere caretaker. 
It thus appears that the court did not submit 
to the jury the question whether the insurance 
company had waived the stipulation against 
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WHAT THE RECENT CASES HOLD 

The insured’s inability to procure other ma- 
rine insurance does not preclude the defendant 
from canceling the policy after sufficient notice 
has been given. (Ruby Steamship Corporation 
vs. Johnson and Higgins, U. S. C. C. A, 





When a motion for nonsuit is made at the 
close of plaintiff’s evidence and is denied, and 
the defendant thereafter submits evidence in 
support of the defense, the motion for nonsuit 
is waived, unless renewed at the close of all 
the evidence. (Muncey et ux. vs. Security Ins. 
Co., Supreme Court of Idaho, 252 Pacific Re- 
porter 870.) 





The fact that the company accepts premium 
instalments after they are due does not con- 
stitute a waiver of prompt payment of premiums 
and does not preclude the company from de- 
fending, an action on the policy, on the ground 
that the policy was not in force at the time 
the fire occurred because the premium instal- 
ment was past due and hence that provision 
of the policy applies which exempts the com- 
pany from liability for loss sustained while 
any instalment is due and unpaid. (Hartford 
Fire Ins. Co. vs. Johnson, Court of Appeals of 
Kentucky, 290 Southwestern Reporter 673.) 





It is the general rule that, in cases where 
disputes as to interpretation arise, the written 
portion of a policy controls over the printed 
part. This rule, however, is only applicable 
where the written part and the printed portion 
are irreconcilable. (Lake Arthur Dredging 
Co., Inc., vs. Mechanics Ins. Co. of Philadel- 
phia, Supreme Court of Louisiana, III South- 
ern Reporter 466.) 





Where a general agent issues a fire policy, 
knowing that gasoline was used in a business 
conducted in the building covered and at a 
premium in accordance with the risk from such 
use, that condition of the policy prohibiting 
the keeping or use of gasoline on the premises 
is deemed waived. (Fidelity-Phenix Fire Ins. 
Co. vs. Redmond, Supreme Court of Missis- 
sippi, III Southern Reporter 366.) 





The fact that the insured’s wife took out 
insurance on her goods in her own name does 
not invalidate a fire policy purporting to in- 
sure all property in the house and providing 
that it would be void if the insured took other 
insurance. (Iuchs vs. Connecticut Fire Ins. Co. 
of Hartford, Kansas City Court of Appeals, 
290 Southwestern Reporter 456.) 








change of possession through the notice given 
its agent by appellee.” 

(American Insurance Company vs. Rector 
Supreme Court of Arkansas, 290 South West- 
ern Reporter, 367.) 
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Insurance Stocks 








INSURANCE STOCKS 
All Bids and Quotations Subject to Con- 


firmation 
The following quotations, 


as of May 23, 


1927, are from reliable houses and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SPECTATOR will endeavor to supply the data. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market and are only intended to indicate 


the activity of their trading: 


Agricultural Ins. Co. 


Arthur Atkins & Co., N. Y........ 


Alliance Fire 


Wheeler & Co., Phila............. 


American Alliance 


Curtis & Sanger, N. V.. 2.200.000 
McKinley & Co., N. _* Se CROSS A aS 
Arthur Atkins & Co., N. Y........ 


American Surety 


Lewis & Co., ona ag i ied Soekeie 
McKinley & Co., N. Y.........200. 


American Insuranoe Con Cy Newark 


Arthur Atkins & Co., N. Y........ 


Bankers & Shippers 


Arthur Atkins & Co., N. Y........ 
Curtis & Sanger, N. A RN 


Camden Fire 


J. K. Rice, Jr., & 2 eh Oe ee 
- Arthur Atkins & Co., ay Petia eg ae 


Carolina Insurance 


Arthur Atkins & Co., N. Y........ 
J. K. Rice, Jr., Co., ee te 


City of New York 


Arthur Atkins & Co., N. Y........ 


Continental Ins. Co. 


Arthur Atkins & Co., N. Y........ 
Lewis & Co., ations” SGRReaes anes 


Federal Insurance 


Cartis &@ Sanger, N. VV... ...cc00. 


a Union Life 


A. & J. Frank Co., Cincinnati...... 


Fi idelity and Casualty 


Arthur Atkins & Co., N. Y........ 
McKinley & Co., N. », SERS eRe 


Fidelity Phenix 


Lewis & Co., a Aer ore 
Arthur Atkins & Co., Sg pie cae 
J. K. Rice, Jr., Co ONY Lcilog mentees 


Fire Association of Philadelphia 


Wheeler & Co., Phila............. 


Fireman’s Insurance re 
Arthur Atkins & Co., N. Y.. 
Franklin Fire 


Arthur Atkins & re i eer ee 
McKinley & Co., RE a 


Glens Falls 


Arthur Atkins & Co., N. Y........ 
Lewis & — ~, Hartford pusveeeece se 


Arthur Ations ie ee 
Curtis & Sanger, N. ESR 
Lewis & Co., Hartford............ 


Great American 


Arthur Atkins & Co.. N. Y........ 
Hanover Fire ex rights 
. K. Rice, Jr., & Co., N. Y........ 
Hanover Fire, stock 
Arthur Atkins & Co., N. Y........ 
Lewis & Co., Hartford............ 
J. K. Rice, Jr., & Co., N. Y. ; 


Harmonia Insurance (New Stock) 


Arthur Atkins & Co., N. Y........ 
5 ee, ee at, eGo, Be Wiss oct 


Home Insurance 


Arthur Atkins & Co., N. Y........ 
Lewis & Co., Hartford............ 
McKinley vo See 
J. K. Rice, Jr., OSE ae 


Homestead 
5.3. Rite, Fr Re USN. Yo. ese 
Importers and Exporters 
irtas Ge Damper, IN. Ys... cee 
Arthur Atkins & Co., N. Y......... 
International Co. of St. Louis, Pfd. 
* A. & J. Frank Co., Cincinnati...... 
Inter-Southern Life 
A. & j. Frank & Co., Cincinnati.... 
Insurance Co, of North America 
Lewis & Co., Hartford..........+:. 
Wheeler & Co., Phila............. 
Independence Fire 
eS RE SO. ae eee 
Independence Ind. Ins. Co. 
Wheeler & Co., Phila............. 
Insurance Securities Co., Inc. 
(Union Indemnity Group) 
Gilbert Elliott & Co., N. Y........ 


Bic 
270 
52 
328 
325 


232 
240 


23% 


285 
293 


16 
16 34 


312 

46 
190 
190 


50 
47 


407 
405 


406 
34 


86 
85 


2% 
2% 


Offered 


285 
54 


334 
340 


"190 
117 
119 
118 

54 
213 
"240 
51 
50 
1510 
1525 
1525 
316 
48 
195 
195 
195 


52 
51 


411 
409 
410 
409 

37 


91 


Kansas City Life 


Curtis & Sanger, N. Y............ 960 
Lagos Peon Life os 
oy arnes & Hartford.. 95 
Maryland Casualty vite 
Curtis & Sanger, N. Y............ 100 113 
Lewis & Co., Hartford........... 109 112 
Metropolitan Casualty 
Curtis & Sanger, N. Y............ 83 88 
Missouri State Life, ex rights 
& J. Frank Co., Cincinnati...... 76 78 
National Surety 
Curtis & Sanger, N. Y............ 264 268 
Lewis & Co., Fart ford, eet es hae bre as * 262 265 
McKinley & Co. SRM EE wav aleie'ee.n'o-e 265 270 
New Amsterdam Cas. 
McKinley & Co., N. V........000. 66 68 
New Jersey Fire Insurance 
Arthur Atkins & Co., N. Y........ 40 43 
New York Casualty 
Lewis & Co., Hartford............ 93 96 
Niagara Fire 
Lewis & Co., Hartford............ 287 295 
Arthur Atkins & RG OMe oc uc sete 288 sews 
North River 
Arthur Atkins & Co., N. Y........ 147 154 
Northern Ins. Co, 
Arthur Atkins & Co.. N. Y........ 305 
Philadelphia Life “~ Co. 
McKinley & Co., N. Y.........20. 14 16 
Reliance Fire 
Wheeler & Co., Phila............. 22 24 
Stuyvesant 
Arthur Atkins & Co., N. Y........ 163 173 
Lewis & Co., Hartford............ 160 170 
Security of New Haven 
Arthur Atkins & Co., N. Y........ 98 102 
Lewis & Co., Hartford............ 98 102 
U. S. Fire 
Arthur Atkins & Co., N. Y........ 187 193 
Lewis & Co., Hartford............ 185 195 
U.S, Merchants and i ene 
eo Gh. he rr 267 270 
Victory Insurance Co. 
Wheeler & Co., Philadelphia....... 21 22 
Westchester Fire 
McKinley & Co., saa a Ree Seen 44 45 
Arthur Atkins & Co., 2 ila aa aa 43 45 


HARTFORD STOCKS 


— Commalty ane one 


Conning & ere 765 780 
Roy T. H. Barnes & Co., Hartford... 760 770 
Markham & Company...........- 770 780 
Lewis & Co., Hartford............ 760 780 

Aetna Insurance (Fire) 
Conning & Co., Hartford.......... 514 525 
Markham & Company............ 510 520 
Roy T. H. Barnes & Co., Hartford.. 510 520 
LeWi8 & CO,, ATONE. 6. cccccccccs 510 520 
Curtis & Sanger, N. VW... cccees 515 522 
Aetna Life, Stock. 
Conning & Co., Hartford.......... 550 560 
Matar & Comp Sh ae 545 555 

Roy T. H. Barnes re ©., Hartford... 555 560 
Lewis & Co., Hartford............ 555 565 
McKinley. & i 555 565 

Automobile Insurance 
Conning & Co., Hartford.......... 205 225 
Markham & Company............ 210 220 
Roy T. H. Barnes & Co., Hartford.. 210 220 
Lewis & Co., Hartford............ 210 225 
Conn, General Life 
Conning & Co., Hartford.......... 1485 1510 
Markham & Company...........- 1475 1525 
Lewis & Co., Hartford............ 1475 1525 


Roy T.H H. Barnes & Co., Hartford... 1475 1525 
Hartford Fire 


Conning & Co., Hartford.......... 515 525 
Markham & Compan Oe ae 510 520 
Roy T. H. Barnes & Co., Hartford.. 515 525 
Lewis & Co., Hartford............. 515 525 
Hartford Steam Boiler 
Conning & Co., Hartford.......... 625 635 
Markham & Company............ 625 640 
Roy T. H. Barnes & Co., Hartford.. 620 630 
Lewis & Co., Hartford............ 620 640 
National Fire 
Conning & Co., Hartford.......... 756 760 
Markham & Company............ 750 760 
Roy T. H. Barnes & Co., Hartford... 755 765 
Lewis & Co., Hartford............ 755 765 
Phoenix Insurance 
eee OP eee 560 57 
Conning & Co., Hartford.......... 538 545 
Markham & Company............ 535 545 
Roy T. H. Barnes & Co., Hartford. . 545 555 
Lewis & Co., Hartford............ 535 545 
McKinley & Co., N. Y.........22- 555 655 
Travelers Insurance 
Conning & Co., Hartford.......... 1170 1190 
Markham & Co., Hartford. ........ 1155 1165 
pe! T. H. Barnes & Co., Hartford.. 1165 1175 
Lewis & Co., Hartford ............ 1165 1175 


NEW ENGLAND STOCKS* 
American Investment Securities Co. 


Day & Co., Inc., Boston..... 8 9 
Boston Casualty ” % 
Chas. A. Day & Co., Inc., Boston. . 15 25 
Boston Insurance 
Lewis & Co., Hartford............ 575 wore 
Curtis & Sanger, se eR aS 525 550 
ome Fire Ins. Co. 
has. A. Day & Co., Inc., Boston: 
RRR SR ein Oar 93 
ee oo eae oe 280 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.. 210 220 
Conveyancers Title Ins. Co. . 


Chas. A. Day & Co., Inc., Boston. . 100 
Mass, Bond & Ins. Co. 

Chas. A. Day & Co., Inc., Boston.. 355 
Mass, Title Ins., Pfd. 


Chas. A. Day & Co., Inc., Boston. . 35 45 
New England Fire 
Chas. A. Day & Co., Boston....... 35 


New Hampshire Fire 

Chas. A. Day & Co., Inc., Boston.. 345 365 
Old Colony Insurance 

Chas. A. Day & Co., Inc., Boston.. 250 
Providence Washington 

Chas. A. Day & Co., Inc., Boston.. 355 365 
Springfield Fire and Marine’ 

Chas. A. Day & Co., Inc., Boston.. 600 
United Life & Accident Insurance Co. 

Chas A. Day & Co., Boston....... 38 43 


*As of May 19, 1997. 





Hartford Insurance 


Stocks 


We specialize in Hartford Insur- 
ance Stocks and recommend the 
purchase of Aetna Life Insurance 
Company at present prices. Analy- 
sis of this Company sent on re- 
quest. 


MARKHAM & COMPANY 


Insurance & Bank Stocks 


15 Lewis Street 
Hartford, Conn. 




















| SPECIALISTS IN 


NATIONAL SURETY C0. 


AND 


AETNA LIFE INS. CO. 
CAPITAL STOCK 


McKINLEY & COMPANY 


44 Wall Street 
New York City 


Beekman 1663 
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You Who Seek Opportunity 


Opportunity exists always for those who 
seek success and satisfaction in life insurance 


field work. 


During 84 years the first American legal 
reserve mutual life insurance company has been 
served and built to greatness by men who found 
both success and satisfaction in so doing. 


This company writes all standard forms of 
insurance and annuities on both men and women. 


Age limits 10 to 70. 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street New York, N. Y. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


Offers an unexcelled line of policy contracts. 


Our Juvenile policies, written on children as young 
as one day old, go in full benefit automatically at 
age 5 without re-examination. 


Our special low rate policies to business and pro. 
fessional men are fast sellers. 


We write women on equal basis with men. 


Splendid agency ee are now available. 
Write William Koch, Vice President and Field 
Manager. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 
A. C TUCKER, President 
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OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 




















An Exceptional Sales Opportunity 








C. EB. Clarke, President J. R. Anthony, Je. Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Commercial and industrial 


Accident and Health Insurance 

















An Ideal We are licensed 
Poli in the following 
otcy twenty-five states and 
SPECIMEN RATE AT have top contracts 
AGE 35 PER $1,000.00 available in many dis- 
tricts. 
Alabama Kentucky 
Michi 
3] 79° | | Se, ee 
Carlifornia Nebraska 
Colorado New Mexico 
= 
With Paid-Up and Ex-] |. tdano- Peoneyivania 
tended Insurance Val- — Tennessee 
ues. Also Optional Cash lowa exas 
Ka Washington 
Benefit at Age 70. - Wyoming 

















For full particulars address 


AGENCY DEPARTMENT 


National Life Association 


Home Office: Des Moines, lowa 




















EVERY YEAR A RECORD YEAR 











Yea , Income Assets Paid Policyhoiders Since Organization 
1908 $9,248.00 $5,683.00 $722.46 

1913 $234,570.00 $55,825.00 $320,985.43 

1917 «$758,923.85 $365,736.81 $1,307,881.83 
1921 = $2,374,671.38 $1, 499,846.33 $ 4,234,599.59 
wz = $2,891,874.11 $1,722,207.46 $5,763,009.64 


1923 $3,337,492:14 — $2,119,695.57  $7,385,699.08 


wt $3,859,894.05 $2,502,432.78 $9,000,482.67 
2s $4, 149,212.10 $3, 233, 262.12 $10,787,655.97 
1928 $4, 561,500.50 $3, 937,616.33 $12,747,722.65 


BUSINESS MEN’S 
ASSURANCE COMPANY 
W. T. Grant, President 


Kansas City, Mo. 
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WE REPORT PROGRESS 


In the first four months of this year this 
Company showed nearly 60% increase in 
the volume of its net fidelity and surety prem- 
iums written. 


In the first half of May, our net premium 
volume in the same lines was equal to the 
total premiums written for the full month 
of May, 1926. 


That is because agents are learning that 
our underwriting facilities are unequalled 
and that the cooperative service we give to 
our representatives in the field is the sort 
which enables them to create and hold good 
fidelity and surety lines. 


We don’t go after business direct but de- 
velop it through agents and brokers. 


We have openings for a limited number of 
general agents, regional agents and local 
agents at a number of points in the United 
States and will gladly discuss the matter with 
any good agent who may be interested. 


We are still intent upon our effort to make 
this more and more “‘if not yet the biggest 
at least the best multiple line Company on 
Earth” and to that end, give every agent of 
ours all the cooperation a reasonable man 
can fairly ask. 


Pew Pork Jndemnity Company 


SPENCER WELTON, President 
115 Broadway, New York City 
Western Department 


Adams Franklin Building 
Chicago, Illinois 


New England Department 
Insurance Exchange 
Boston, Massachusetts 


Pacific Coast Department 
Corporation Building 
Los Angeles, California 






















































ILLUSTRATE YOUR ARGUMENTS 
FOR LIFE INSURANCE! 





When you want to pave the way to a successful 
canvass; 


When, at first, you cannot reach a _ prospect 
personally ; 


When you find it hard to concentrate his attention; 


When your arguments must be followed up 
forcefully ; 


Then— 


USE THESE NEW LEAFLETS! 


Confidential Notes 

The Gateway to Contentment 

A Look Into Their Future 

To Fit Every Man and Every Pocketbook 
Give This Man Your Confidence 


Appropriate drawings and persuasive text matter 
make these folders bring the real message of life 
insurance home te each man and woman. Prices 


are: 
Sample copy, 10c; 50 copies, $2.75; 100 copies, 
$5; 500 copies, $20; 1000 copies, $35; 5000 
copies, $140. 


Send for a sample set of these leaflets, 50c. 


These Leaflets Describe 
the 
BEST-SELLING FORMS OF LIFE INSURANCE 


I. Taking His Place 
II. Anticipation 
III. Guaranteeing His Education 


These form a group of graphic folders that emphasize the 
main services performed by life indemnity, and cover Life 
Insurance in General, Long Term Endowments and 
Monthly Income, and Children’s Educational Endowments. 
Prices are: 

Sample copy, 10c; 50 copies, $2.50; 

100 copies, $4.50; 500 copies, $18; 

1000 copies, $30; 5000 copies, $120. 
These three leaflets sold together at reduced rates, prices quoted on 
application. 


SECURE NOW, BUT—HOW ABOUT THE FUTURE? 


This is the title of a pictorial folder that does not mention 
life insurance but presents a picture and points a moral 
that convinces the reader of the need for adequate protec- 
tion. This leaflet, like two or three others above mentioned, 
has a special die-cut cover and, when opened, tells the entire 
story in a few words. Prices are at the rate of $35 per 
thousand copies. See quotations in various quantities above. 
Send 90c for sample copies of the nine new leafiets mentioned in this 
advertisement. 


THE SPECTATOR COMPANY 


INSURANCE BUILDING 
CHICAGO 


135 WILLIAM STREET 
NEW YORK 
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Casualty, Surety and Miscellaneous 





CASUALTY GROUP SESSION 





Section of Insurance Advertising 
Conference Holds Fine Meeting 





AGENCY PUBLICITY METHODS 
DISCUSSED 





Don North, Jim Case and T. D. Faulkner 
Were Among Speakers—H. A. 
Warner Presided 
[By a Starr CorRESPONDENT] 

Hartrorp, Conn., May 24.—Pointing out 
that the keystone position of casualty insur- 
ance demands a well-organized and well-carried- 
out plan of public relations, Henry Swift Ives, 
vice-president of the Casualty Information 
Clearing House, addressed the casualty group 
session of the Insurance Advertising Confer- 
ence, which was held in the auditorium of 
the Phcenix Mutual Life Insurance Company’s 
home office here this afternoon. Any bureau or 
association, formed to operate as a propaganda 
factory, will not accomplish the task, declared 
Mr. Ives; it requires the active co-operation 
and participation of all those engaged in the 
business. The best methods of obtaining satis- 
factory public relations, said the speaker, are 
through the education of agents, so that they 
will present the case of insurance in its proper 
light to the people, and the dissemination of 
the right information about insurance to the 
executives of other industries. “Public rela- 
tions are simply human relations.,” Mr. Ives 
contended, and fair dealing, absence of secrecy 
and prompt settlement of claims will do more 
to influence public opinion in the proper direc- 
tion than any amount of “canned” publicity. 
Insurance is a social utility and a commercial 
necessity, and the public must be impressed with 
that fact. 

The casualty group session was presided 
over by H. A. Warner, publicity manager of 
the Maryland Casualty Company, with Leslie 
F. Tillinghast, of the Great American In- 
demnity, as assistant leader, and the members 
were welcomed to the Phoenix Mutual’s build- 
ing by Archibald Welch, president of that com- 
pany. President Welch told the group that no 
information along insurance lines should be 
kept in one office, but should be made available 
for the betterment of all. There is no better 
way for the companies to help one another than 
to come together and discuss their problems in 
open forum so that each may benefit, he said. 

The program of the casualty group session 
was distinguished by the presence of Don North 
of New Haven, James L. Case of Norwich, 
and Thomas D. Faulkner of Hartford, all of 
them successful agents who have taken leading 
Parts in the upbuilding of the American agency 
system. 

Mr. North described the method of “flash” 
advertising used in the daily newspapers by his 





office, whereby advertisements were run in the 
same issue with stories of local disasters, such 
as fires, automobile accidents, etc. He has made 
arrangements with the newspapers so that the 
same picture used in the paper’s story will ap- 
pear in his advertisement, and he finds excel- 
lent results are secured by this method. He 
follows up the advertising by ground-floor win- 
dow displays, using the same theme. 

Mr. Case, who is a former president of the 
National Association of Insurance Agents, out- 
lined the opportunity that the local agent has 
to enter into the daily life of his locality, and 
thus make the name of his agency known to 
his fellow townsmen. Agents must know their 
business, act as insurance counselors, and make 
the sale by getting attention, interest, desire and 
willingness to buy. Blotter and postcard direct- 
mail advertising must always be followed up 
by either a personal call or by a telephone mes- 
sage seeking an interview if results are to be 
secured, declared Mr. Case. 

Mr. Faulkner, who is president of the Con- 
necticut Association of Insurance Agents, said 
that in the three years his office has made use 
of advertising his insurance business has in- 
creased by 300 per cent. Advertising influences 
the public to give its business to the agency 
doing it, and it creates a good impression on the 
public. Mr. Faulkner uses billboards, news- 
papers, show booths, novelties and letters as 
advertising media. He particularly stressed the 
advantages to be derived from the use of burg- 
lary sales letters carrying a picture of the 
prospect’s own home at the top of the page as 
a means of getting business, provided a personal 
call is subsequently made. 

C. E. Rickerd, advertising manager of the 
Standard Accident, discussed the question of 
tabulating returns from insurance advertising, 
and thus proving its effectiveness as the best 
means of influencing company officials to ap- 
propriate the money necessary for advertising 
campaigns. Instancing this, Mr. Rickerd de- 
scribed an automobile advertising campaign his 
company waged in Detroit which has brought 
in premiums to the amount of $8,889 this year. 
Greatest returns can be obtained, said the 
speaker, in cities of from 10,000 to 25,000 popu- 
lation, and using mailing lists of from 100 to 
250 names at a time. The object of advertising, 
he declared, should partly be to bring in more 
business during normally slack seasons and 
thus level off the production peak months of 
the business. 

R. W. Smiley, advertising manager of the 
Metropolitan Casualty, spoke about “The 
Danger Line,” and said that this was the point 
at which advertising and publicity sales helps 
met the local agent. The agent must be edu- 
cated to distinguish between what he wants and 
what he needs in the way of company literature, 
and must not only be given the material but 

(Concluded on page 29) 
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ADVERTISING CONVENTION 
OPENS 


Story of First Day’s Sessions at 
Hartford 








NORMAN R. MORAY ON INSURANCE AS 
CREDIT BASIS 





Ralph W. Smiley Describes Handling of. 
Agents’ Requisitions for Sales Helps 
[By A STAFF CORRESPONDENT] 

Hartrorp, Conn., May 23.—With about 100 
in attendance, the fifth annual meeting of the 
Insurance Advertising Conference opened at the 
Hotel Bond here this morning with W. W. 
Ellis, president of the organization and assist- 
ant to the general manager of the National 
Board of Fire Underwriters, in the chair. The 
convention proper had been preceded by a meet- 
ing of the executive committee on Sunday night 
at which plans for the sessions were discussed 
and coordinated. 

In opening the first business gathering of the 
three-day convention, President Ellis dwelt on 
the accomplishments of the conference and listed 
these as the report on public relations as already 
submitted to the National Board; a similar re- 
port recently placed in the hands of the cas- 
ualty companies; the newspaper advertising 
campaign furnished to the Casualty Informa- 
tion Clearing House; and the advertising re- 
port drawn up for the National Association of 
Insurance Agents. Following Mr. Ellis, John 
W. Longnecker, advertising manager of the 
Hartford Fire Insurance Company, and Leon 
A. Soper, manager of sales promotion for the 
Phoenix Mutual Life, checked over the conven- 
tion program and outlined the welcome and ad- 
vantages of Hartford. 


The chief speaker of the morning session was 
Norman R. Moray, vice-president and general 
manager of the Hartford Accident and Indem- 
nity Company, who spoke of insurance as 
“Labor’s Best Friend.” Mr. Moray conducted 
what amounted to a lecture in political eco- 
nomics and delineated the syllogism that labor 
creates wealth, wealth depends on the storage 
of labor, the storage of labor depends on credit, 
credit depends on insurance, hence wealth and 
the storage of labor depend on insurance and 
insurance is therefore of paramount importance. 

The afternoon session of the Conference was 
presided over by Clifford Elvins, vice-president, 
who is advertising manager of the Imperial Life 
of Toronto and who will be the next president 
of the Conference. Speakers were: H. A. 
Lyon, assistant cashier in charge of new busi- 
ness for the First National Bank of Boston; 
F. L. Wertz, display counsel and window dis- 
play expert of New York; C. W. Van Bey- 
num, publicity manager of the Travelers; A. 
W. Spaulding, assistant advertising manager 
of the Hartford Fire; Ralph W. Smiley, ad- 
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THE DEMAND FOR AN OUTLET FOR,CATASTROPHE AND EXCESS_REINSURANCE 
OF WORKMEN'S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 
Assets - - - - $5,000,905.77 
Capital - - - - 750,000.00 
Surplus - - - -  1,186,456.08 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - . -  2,564,449.00 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation, Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservalively Managed Liberal Contracts 
CORRESPONDENCE INVITED 

















Cash Capital, $750,000.00 


CASUALTY AND SURETY COMPANY 
MILWAUKEE, WISCONSIN 


Home Office — Brumder Building 
MILWAUKEE, WISCONSIN 


Executive Offices Eastern Department 
Union Indemnity Bldg. 100 Maiden Lane 
New Orleans New York 


FIDELITY AND SURETY BONDS 


ACCIDENT, HEALTH, BURGLARY, AUTOMOBILE 
LIABILITY, PLATE GLASS AND WOREMEN’S 
COMPENSATION INSURANCE 


Helping the Agent by 
Intelligent Co-operation 





The business written by any in- 
surance man depends not alone on 
his activity and knowledge, but also 
on the standard of efficiency and co- 
operation developed by the com- 
pany which he represents. It is not 
mere chance that the United States 
Fidelity and Guaranty Company 
has a branch or agency in every city 
and town in the United States and 
Canada, and is steadily increasing 
that number through intelligent 
co-operation with its agents. 





UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


Home Office 
BALTIMORE MARYLAND 


$155,000,000 Paid in Claims in 30 Years 









































Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 ° 





The Provident has worked out a prac- 
tical plan by which the Home Office, 
through an Educational Supervisor, 
is assisting in the development of new 
agents. 














Field Annuals 


Insurance Directories 


for 
*Greater New York Tennessee 
{New York State North Carolina 
New Jersey South Carolina 
Kentucky Virginia 
Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 
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yertising manager of the Metropolitan Cas- 
ualty; Frank W. Pennell of the Life Insurance 
Associates, and Dale D. Butler, president of 
Butler’s Insurance Office of Middletown, Conn. 


Mr. Smiley, discussing the question of agents’ 
requisitions for supplies along publicity lines, 
said that 75 per cent of a company’s business 
generally comes from 25 per cent of its agents 
and that the remaining agents constituted a field 
for development from an advertising and educa- 
tional standpoint. He divided all agents into 
those who order their company’s sales helps 
properly and with discretion, those who order 
only infrequently and those who order often 
and recklessly. Likening agents who do not 
properly use publicity supplies to suburbanites 
who order from a seed catalogue because of the 
attractive pictures of gardens and without real 
knowledge of a family’s needs, Mr. Smiley 
said that the advertising manager of a company 
must be an underwriter of publicity and must 
decide what is best for the agent and whether 
or not the agent is ordering in accordance with 
the possibilities in his locality. 


Mr. Spaulding conducted an “ask me another” 
question and answer symposium which was in- 
tended to show the value of advertising as a 
force for impressing the memory regarding the 
material contained in various advertisements. 


A luncheon meeting was held Monday at 
which George E. Crosby, superintendent of pub- 
licity for the Attna (Fire), was the leader and 
whereat Lieutenant-Colonel Carrol J. Swan, 
New England representative for the New York 
Herald-Tribune, was the speaker. Mr. Swan 
pointed to the War Risk Insurance Act as an 
instance of how insurance was advertised by 
the government and said that while some com- 
panies thought that this would take business 
away from them, it actually increased it. 
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ERNEST W. BROWN, Sec’y-Treas. 


DISTRICT MANAGERS WANTED 


OPEN TERRITORY IN 34 STATES 
LIBERAL COMMISSIONS 
MODERN POLICY FORMS 


UNEQUALLED CLAIMS PAYING RECORD . 


(63% of Total Premium Income Paid to Policyholders in Claims) 


Special Policy Forms for Business Women 
Unusual Home Office Cooperation 
Oldest Organization of Its Kind in America 
Nineteen Years Under Same Management 
WRITE TO 
ROBERT A. BROWN 


GENERAL FIELD MANAGER 


INTERSTATE BUSINESS MEN’S ACCIDENT ASSN. 


DES MOINES, IOWA 











Casualty Group Session 

(Concluded from page 27) 
must be shown how much, what kind and when 
to use it. Charles Austin Bates, advertising 
expert, spoke about the possibilities of direct 
mail in casualty advertising, and said that ad- 
vertising managers of insurance companies 
should, in their products, stress those lines 
of coverage on which underwriting loss 
ratios have been fairly low. Insurance com- 





The Fidé lity and 
(asualty (Gimpany 


of New York 


ROBT. J. HILLAS, presipent 








CASUALTY INSURANCE 
AND 


SURETY BONDS 





panies, he declared, have failed to make the 
best use of scientific advertising, and have been 
slow to awaken to advertising as a medium for 
reaching agents and the public. The difference 
reaching agents and the public. Direct mail is 
an important aid when followed up, he said. 


There was a general luncheon meeting in the 
Hotel Bond at noon, which was conducted 
jointly with the Advertising Club of | Hart- 
ford, of which A. W. Spaulding, assistant ad- 
vertising manager of the. Hartford Fire, is . 
president, and over which he presided. The 
speaker at the noon meeting was Ernest Elmo 
Calkins, who was introduced by Winslow W. 
Russell, vice-president of the Phoenix Mutual 
Life. 





With us, the spirit of our con- 
tract weighs heavier than the 
technical terms of the policy. 
Full and aggressive co-opera- 
tion with our agents. 


Correspondence solicited. 





PITTSBURG, BURGELPA 


JOS. W. WARD 
President and General Manager 
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The Employers’ 
Liability Assurance 
Corp., Ltd. 


The Employers’ Fire 
Insurance Co. 


American Employers’ 
Insurance Co. 


SAMUEL APPLETON BUILDING 
110 Milk Street, Boston, Massachusetts 


Practically every form of Insurance 
except Life 


Gentlemen, meet Mr. Employers’. 


“Mr. Employers’ ""—as you may have 
guessed—is not an individual but a 
group of individuals—executives, claim 
men, underwriters, inspectors, payroll 
auditors, safety engineers, clerks, stenog- 
raphers, agents, brokers; in fact, every- 
one connected with The Employers’ 
Group. Each is doing his or her part 
to give the insuring public ‘“The Service 
That Satisfies.” Each is doing his or 
her part to act as a wise insurance 
counsellor, for “Wise Men Seek Wise 
Counsel.” 


Mr. Employers’ offers you practically 
every kind of insurance except life. He 
wants to help you increase your business 
—and in so doing to increase his own. 


Mr. Employers’ wants to know what 
he can do to help YOU. Would you like 
to work with him? Would you like to 
derive some of the benefit accruing from 
his enviable reputation of many years’ 
standing? 

(Write The Agency Department at the 


above address, and your letter will be 
referred to the proper party.) 


Insurance Advertising Conference 
(Concluded from page 3) 


manager of the Imperial Life, Canada, as presi- 
dent. Mr. Elvins is an insurance man of long 
contact with the business, having served the 
Imperial Life for the past twenty-three years. 
Chauncey S. S. Miller, advertising manager of 
the North British & Mercantile, becomes senior 
commissioner of the conference, with W. W. 
Ellis, retiring president of the conference and 
assistant to the general manager of the National 
Board of Fire Underwriters, as junior commis- 
sioner. W. W. Darrow, advertising manager 
of the Home Insurance Company, was made 
secretary and treasurer. Other commissioners 
chosen were G. E. Crosby, A<tna Insurance; C. 
E. Rickerd, Standard Accident; and J. H. 
Woods, Great Northern Life. 


The Insurance Journal Advertising Trophy, 
donated by Rough Notes, was won by the Lon- 
don Guarantee & Accident, J. M. Haines, 
assistant United States manager, first; the 
Fidelity-Phenix, C. E. Freeman, advertising 
manager, second; and the Boston and Old 
Colony, Ray C. Dreher, advertising manager, 
third. The North British & Mercantile, C. S. 
S. Miller, advertising manager, received honor- 
able mention and the committee of judges was 
headed by Clarence Axman, editor of the East- 
ern Underwriter. 

Retiring-President Ellis, of the conference, 
presided at the Wednesday morning business 
session at which Matthew S. Sloan, president 
of the Brooklyn Edison Company, was the 
speaker scheduled to be introduced by Samuel 
Ferguson, president of the Hartford Electric 
Light Company. 

The conference banquet was held Tuesday 
night with a full attendance of delegates and 
their wives and friends. C. M. Cartwright, 
editor of the National Underwriter, acted as 
toastmaster and one of the stunt speakers of the 
evening was H. A. Calahan, advertising counsel- 






















12 Washington Place, 


THE 
INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 
CASUALTY AND SURETY 
REINSURANCE 
AND EXCESS COVERS 


HEAD OFFICE 


Telephone,.Mulberry 5585 


lor of New York. A review of the activities 
of the Insurance Advertising Conference, illus- 
trated by lantern slides, was given by W. W. 
Darrow, advertising manager of the Home In- 
surance Company, New York. 


WILL INCREASE CAPITAL 
Metropolitan Casualty to Bring Total Up 
to $3,000,000 
Notices have been mailed out to stockholders 
of the Metropolitan Casualty Insurance Com- 
pany, New York, over the signature of J. Sco- 
field Rowe, president, of a special meeting to 
be held on June 2 to consider a proposition to 
increase the capital stock from $2,500,000 to 
$3,000,000 by the issuance of twenty thousand 
additional shares of the par value of $25 each, 
crediting $500,000 of the net proceeds to capital 
and the balance to surplus, or such other propo- 
sition relating to such increase in stock as may 

come before the meeting. 

This special meeting is called pursuant to a 
resolution of the board of directors, adopted 
May 17, 1927, unanimously recommending to 
the stockholders that such increase be author- 
ized and that the new issue be offered to stock- 
holders at $80 per share, plus anticipated ac- 
crued dividend, in the proportion of one share 
of the new stock for each five shares of exist- 
ing stock held by them. 


Independent Bonding and Casualty 
Licensed in District of Columbia 

The Independent Bonding and Casualty In- 
surance Company, of Newark, N. J., has filed 
the necessary qualification documents for ad- 
mission to the District of Columbia and has 
received its license to operate in the District. 

Rumored Capital Increase 

It has been generally rumored that the Na- 
tional Surety Company, New York, may in- 
crease its capital to $15,000,000 or more, but so 
far no confirmation of this has been given, 
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New York Brokers May Form Federated 
Council 

A committee of the General Brokers Asso- 
ciation of Metropolitan District, Inc., New 
York, consisting of President Robert M. Kele- 
her, Secretary Arthur Arnow and Past Presi- 
dent Herman A. Bayern, represented the Asso- 
ciation at the recent annual meeting of the In- 
surance Federation of the State of New York. 

They consulted all members of the legisla- 
ture and company officials present relative to 
mandatory legislation for written examinations 
for brokers and agents and found the sentiment 
unanimous. 

A conference was called by them of repre- 
sentatives of all brokers’ and agents’ associa- 
tions present and at that conference it was 


unanimously resolved to form a_ federated 
council of all such associations throughout the 
State and the committee from the General 
Brokers Association was instructed to formu- 
late plans for the perfection of the council. 


‘Etna Companies Examined 

In the article published in THE Specrator 
of May 5, referring to the examination of Attna 
Life Insurance Company, Hartford, it was in- 
tended to include the information that the 
ZEtna Casualty and Surety Company and the 
Standard Fire Insurance Company were simi- 
larly examined and found in good condition. 
The financial status of all of the tna affiliated 
companies was shown to be excellent. 








Full Coverage--- 
One Policy 


HOUSANDS of new automobiles will enter the already con- 
gested traffic this month. For his own protection, no person 
should be driving a car without safe, sound liability insurance. 


For the protection of the public no motorist should venture into 
today’s traffic stream without full coverage. 


Through arrangements made with the AGRICULTURAL 
INSURANCE COMPANY OF WATERTOWN, N. Y., Metropolitan 
Agents are able to furnish their clients with full coverage in one 
policy—public liability, fire, theft, property damage, collision, tornado, 
hail, earthquake, accidental discharge of water and explosion. 





THE METROPOLITAN CASUALTY 
INSURANCE COMPANY OF NEW YORK 


J. SCOFIELD ROWE, President 


HOME OFFICE, 55 FIFTH AVE. 














AVIATION 


INSURANCE 


Ottawa Department Sends Memo- 
randum to Companies 








SEEKS INFORMATION ON HAZARDS 





Query Follows United States Request for 
Canadian Data 


Ortrawa, Canapa, May 16.—The department 
of insurance of Ottawa has sent a memorandum 
to all insurance companies operating in the 
territory requesting information regarding cov- 
erages arising out of, or incidental to, aviation. 
This was done because of a request from the 
State Department at Washington, on the part 
of the United States, for data regarding air 
transport insurance in Canada. Companies de- 
siring that their replies be treated confidentially 
will be accommodated. The memorandum of 
the Ottawa insurance department is, in part, as 
follows: 


It is unlikely that information can usefully 
be given at this stage“in the development of 
the business either in tabular form or by way 
of categorical answers to a questionnaire. 
Nevertheless the main heads under which in- 
formation is desired are given below for the 
general guidance of companies: 

I. Policy conditions and provisions: Limita- 
tions in the amount of coverage; risks insured 
against, and risks excluded in respect of each 
subject of insurance; commencement and ter-, 
mination of coverage; specific performances in 
contracts as conditions precedent; causes of loss 
or damage giving rise to claim; rates of pre- 
miums applicable to the various classes of risks. 

II. Subjects of insurance: 

(a) Persons—(1) pilots, engineers, and other 
persons engaged in aviation directly or indi- 
rectly, whether insured by way of personal in- 
surance or insurance against employer’s liability, 
if any; (2) passengers; (3) third parties. 

(b) Aviation Property—Hangars; air- 
dromes; equipage; aircraft, whether in or out 
of hangar, or during flight. 

(c) Other Property—(1) goods in transport, 
as for example, mail; precious metals; valu- 
able documents, as for example, stocks, shares, 
bonds; (2) other classes of goods and raw 
materials. 

III. The loss or damage insured against may 
technically be described as: (1) by accident; 
(2) by fire; (3) storm or tempest; (4) theft, 
burglary and larceny; (5) third party liability 
(liability of owners of aircraft to third parties, 
not passengers); (6) third party damages 
(caused by third parties, not passengers, to 
aircraft owners); (7) legal liability to pas- 
sengers; (8) legal liability to employees. 

IV. Comparisons of cost of insurance with 
that of other transportation insurance between 
specific points, if transportation is practicable 
between the points by other means; also a state- 
ment of the saving in time. 


Massachusetts Bonding Appointment 

Captain Edward M. Dillon, formerly with 
the P. J. Burke & Sons, Inc., general agents at 
Albany, N. Y., of the Maryland Casualty Com- 
pany, has joined the Massachusetts Bonding and 
Insurance Company as special agent in New 
York, with the branch office recently opened in 
the Onandaga Savings Bank Building, Syra- 
cuse, N. Y. He will cover the state east of 
Rochester. 
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LEON IRWIN & CO., Inc., New Orleans, La. 
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elerd of New State of Penn. 
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GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 





HENRY R. CORBETT 
ACTUARY 


Specialty — Pension Funds 
and Employee’s Benefits. 


175 W. JACKSON BLVD. CHICAGO 























Actuarial 








Established 1865 David Parks Fackler 
EDWARDB. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bldg, ATLANTA, GA. 


Inspectors and Adjusters 














COPELAND and COTHRAN 


CONSULTING ACTUARIES 


1027 Candler Building 
ATLANTA, GEORGIA 





EMPIRE INSPECTING AND ADJUSTING CO 


SPECIALIZING IN FIRE AND CASUALTY 
INSPECTIONS AND ADJUSTMENTS 
FOR COMPANIES 


314 McKINLEY B' 0G, BUFPALO, N. Y. 














__ Statisticians 














Woodward, Fondiller and Ryan 


Consulting Actuaries 
Aponeial Servo ln oll ronehen of Le eaaioe ter Fendee 





75 Fulton Street New York 





E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 











T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 


Underwriters 
Statistical 
Bureau, Inc. 





We render complete statistical service and 
relieve) you of the pressure of annual statement 
filing, 

We are also" sutenes to —_ cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp- 
tometers is desirable. 


Phone: BEEKMAN 1461 


81 Fulton St. New York City 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 








A. SIGTENHORST, F, A. I. A. 
CONSULTING ACTUARY 


National City Bank Bidg., WACO, TEXAS 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE ae dinary, patgrensdiote, Group, 
Industrial and Special Classe: 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 
Reom 101 Memoria! Bidg., Nashville, Tenn. 





ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 








HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
OMAHA DENVER DES MOINES 





E. H. BURKE & COMPANY 
INSURANCE COUNSELORS AND ACTUARIES 


205-212 Old Colony Bullding 37 W. Van Buren Street 
Phone Harrison 2805 
Chicago Iitinols 


Our services are available for all kinds of actuarial work anu 
insurance counsel. Annual statements mp on short nto 














rate books ee or revised, policy forms ac- 
counting systems advised xinted. —— 








THE GERMAN OFFICES 1926 
LIFE TABLES 


An English edition of The German 
Offices 1926 Life Tables, prepared by 
the Association of German Life As- 
surance Companies, has been issued 
by the German Society for Insurance 
Science. The contents of the 1926 
Life Tables are shown by the follow- 
ing chapter headings: 

I. Introduction. 


II. The Construction of New Mortality 
Tables by the Association of 
German Life Assurance Compa- 
nies. 

III. Aggregate and Select Tables. 
Their Nature and Their Value 
in Practice. 


IV. Arrangement of the Tabulated 
Functions for the Final Life 
Tables. 

Vv. Exposed to Risk and Deaths for 
Every Entry Age and Duration. 


VI. The Aggregate Life Table. Ele- 
mentary and Monetary Funce- 
tions 4 Per Cent. 


VII. The Select Life Table. Elementary 
= Monetary Functions 4 Per 
ent. 


The German Offices 1926 Life Tables 
may be obtained through The Specta- 
tor Company at $8 per copy. Actuar- 
ies and the actuarial departments of 
life insurance companies will doubtless 
desire to add this publication to their 
insurance libraries. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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WILL ENTER CUBA 


Constitution Indemnity to Issue Joint Auto 
Policy With Fire Association 


C. C. Wright, vice-president and general! 
manager of the Constitution Indemnity Com- 
pany, Philadelphia, has announced that the or- 
ganization will begin to write business in Cuba 
about June 1 and will issue a joint automo- 
bile policy with its running-mate, the Fire As- 
sociation. 

A. V. Malaret, general agent of the Fire 
Association in Cuba, will also represent the 
Constitution Indemnity and Mr. Wright, who 
has just returned from a trip there, expects 
a substantial volume of business from Cuba 
as soon as the active entry of the company is 
under way. 


Health and Accident Underwriters to Meet 
in Toronto 

The annual meeting of the Health and Acci- 
dent Underwriters Conference will be held Sep- 
tember 15, 16 and 17 at the King Edward Hotel, 
Toronto, Canada, according to announcement 
by T. Leigh Thompson, chairman of the execu- 
tive committee. 


Prints Traffic Guides for Pedestrians 

The American Mutual Magazine, published 
by the American Mutual Liability Insurance 
Company, Boston, is running a series of articles 
on the part pedestrians play in automobile ac- 
cidents and is including suggestions made by 
the company’s safety engineers as to how pedes- 
trians can avoid injury and avoid interference 
with traffic. 








Burglars Are Busy! 


| picamcap ied and hold-up men are working over-time 


these days. 


It is unusual when one does not find in 


his daily paper a report of another robbery. Some home 
has been entered, a store pillaged, a bank robbed or a 


messenger held up. 


All of which means that today there is a greater need and 
a more wide-spread demand for all kinds of burglary insur- 


ance than ever before. 


It means also that agencies not now 


equipped to write Burglary insurance are missing out on a 
very real opportunity to increase their incomes. 


There is an F & D burglary policy for every need. The 
various coverages furnished by the Company are broad 
and the same prompt service which characterizes the F. & 
D’s adjustment of claims under its fidelity and surety 
bonds, is also a feature of its burglary policies. 


If you are not now writing burglary insurance, ask the 
nearest F & D General Agency or Branch Office for infor- 
mation regarding a connection with the Company. Or, if 
you prefer, use the application coupon below. 


FIDELITY AND DEPOSIT COMPANY 
of Maryland 


BALTIMORE 
FIDELITY and SURETY BONDS and BURGLARY INSURANCE 


FIDELITY & 
Baltimore, Md. 











CT Zi coseccceses 


No vnc wide teeses 


Sp. 526 


Production Department 
EPOSIT COMPANY 


If you are not already adequately repre- 
sented in this territory I will beglad to 
have full information regarding an 
agency connection with your Company. 











HOLDS DISCOUNTS DISCRIMINATORY 
New York Superintendent Rules on For- 
gery Bond Practice 


James A. Beha, Superintendent of Insurance 
for New York, has issued the following ruling 
with regard to discounts on forgery bonds: 


As a result of the hearing held before me on 
May 18, 1927, at 165 Broadway, New York city, 
as required by the provisions of Section 141 
of the Insurance Law, I have found that the 
Metropolitan Casualty Insurance Company has 
been guilty of unfair discrimination in viola- 
tion of law: 

First, in allowing the discounts contained in 
its manual only to those purchasers of the com- 
pany’s forgery bonds who have also been pur- 
chasers of new check-writing machines direct 
from the manufacturer or his agents and under 
the conditions specified in its manual; 

Second, in allowing discounts to purchasers 
of its forgery bonds on condition that such pur- 
chasers use the alleged protective devices speci- 
fied in its manual and at the same time com- 
pletely waiving such condition. 

Accordingly, the Metropolitan Casualty In- 
surance Company of New York is hereby or- 
dered to discontinue forthwith the practices 
which result in the unfair discriminations here- 
in referred to. 


Commonwealth Casualty Report 

An increase in assets of more than $800,000 
during the past five months is indicated in the 
report of the Commonwealth Casualty Com- 
pany, Philadelphia’s oldest casualty insurance 
company, made public to-day as of May 1, 1927. 

The report indicates total asests of $2,262,- 
243 as of May 1, against $1,456,219 on Decem- 
ber 31, 1926. 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


esa ne tee 


NO OTHER LINES 
BEST POLICIES 
LOWES > RATES 





UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 





STRENGTH 
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berepacyag SS sy ly Premium plan. 





Same Rates for Males and Females. 


Males and Females alike. 


Quincy and Wells Street, right in the heart of 


Double Indemnity and Monthly Disability Income features for | io me | | 


Standard and Substandard Risk Contracts, i. e. less work for nothing. Continental | 51 Chicago 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., Y 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. : QUINCY ST. 

THE OLD COLONY LIFE INSURANCE COMPANY — Res. oy map 

of CHICAGO, ILL. 


B. R. NUESKE, President 
Com its Home Office in its own building at 166 W. Jackson Bivd. running through 
—_ vo i We ‘ Y Ghicago’s Financial District. 


Our Agents Have 


™ A Wider Field— 
' An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


e<¢h euLDINO. Participating and Non-Participating Policies. 
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GENERAL AGENCIES Now Open 


At these locations 


Alexandria, Louisiana 
Amarillo, Texas 
Beaumont, Texas 
Wichita Falls, Texas 
Tulsa, Oklahoma 
Muskogee, Oklahoma 
McAlester, Oklahoma 
Enid, Oklahoma 

Pine Bluff, Arkansas 
Jonesboro, Arkansas 
Helena, Arkansas 


Liberal Contracts Direct With 
Home Office 


Write us in confidence and let your 
first letter tell us what you can do. 


Our offer to you is worth while 
IRA F. ARCHER 


Superintendent of Agencies 


LOUISIANA STATE LIFE INSURANCE CO. 


Shreveport, La. 




















Ask Me ve 


Why do so many life insurance agents lose their renewals? 
Answer: Because of the General Agency System and unfair 
agents’ contracts. 

What life insurance company has abolished the General 
Agency System, offers all its agents AN EQUAL OPPOR- 
TUNITY and plays no favorites? 


Answer: The Columbus Mutual Life Insurance Company. ai 


Does the,|Company protect its agent’s Renewal Interests? 
Answer:} Yes, it gives VESTED NON-FORFEITABLE RENEWALS 


Where can I find an endowment policy that returns the 
savings, if the insured dies, INSTEAD OF USING THE 
POLICYHOLDER’S OWN MONEY TO PAY HIS 
CLAIM? 

Answer: PERFECTED ENDOWMENTS sold by The Columbus 


Mutual return the excess of the endowment premium 
over|the ordinary life premium in the event of death. 


Is it possible to purchase insurance at a lower cost if bought 

in quantities? 

Answer: A SPECIAL PREFERRED RISK POLICY issued by, The 
Columbus Mutual sold only in amounts of $5,000 and 
over gives the policyholder the advantage of the reduc- 
tion in overhead and shows surprisingly low net cost. 


Is it possible for a life insurance company to pay liberal 

commissions to agents and at the same time furnish low- 

cost insurance to policyholders? 

Answer: Yes, but such companies are almost as scarce as ‘“‘hens’ 
teeth.’”” Many companies pay high commissions, quite 
a number furnish low cost insurance but the combina- 
tion seems almost impossible to attain. The Columbus 
Mutual is an outstanding example of such a company. 


For further information, address 


The Columbus Mutual Life Insurance Co. 


COLUMBUS, OHIO 


C. W. Branpon, President. D.E. BA, Vice-Pres. and Secy. 
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The first statement I want to attempt to 
prove to you is that the selling of life insur- 
ance is basically “applied journalism” and that 
the largest producers of life insurance are, 
always have been, and always will be skillful 
newspaper men rather than supersalesmen. 

I make this statement in full recognition of 
the fact that a large class—in fact, the major- 
ity, hold allegiance to a different principle or 
method, to-wit: that all people are prospects 
for life insurance and that the volume of busi- 
ness a particular agent will write will be in 
direct proportion to his mastery of the prin- 
ciples of so-called “scientific selling.” 

My friends, while admitting that many of 
these principles have their uses and their ad- 
vantages, I believe that far too much emphasis 
has been placed upon them. I, for one, resent 
the fact that so much .mystery is to-day being 
placed about the selling of life insurance. I 
question seriously the value of most of the high 
powered methods of selling. I dispute as un- 
true the theory that practically all men can 
be sold if handled “scientifically” and I predict 
an early return to some of the old-fashioned, 
unobtrusive and quiet methods that mark the 
work of the men who year in and year out 
swing the big production in our business—the 
kind of business that stays “put,” that fits and 
satisfies the purchaser, and that reflects itself 
favorably in the mortality and lapse records of 
the companies. 

Years of observation and study of the sales 
methods of others, as well as the results which 
have obtained for me in my own work, con- 
vince me that star producers are, in newspaper 
parlance, “star reporters.” They work their 
“beats.” They inquire. They investigate. They 
dig up facts about others. They uncover sit- 
uations. They eliminate the unfit from the fit. 
They know the motives that induce men to buy 
insurance at a certain time. 








” 


The star reporter has a “nose for news 
which is but another way of saying that a 
good hunting dog will find a point where the 
beginner or the untrained is helpless. Like- 
wise, the adept with the rod not only knows 
its use but he knows the sort of water his 
quarry is native to. 

By way of illustration, I recall an eccentric 
genius back in my newspaper days who could 
scarcely compose a grammatical sentence, but 
whose “nose for news” was as prodigious as 
it was unerring. “Scoop,” as we called him, 
turned in his stuff and the “cubs” rewrote it. 








Address before the Insurance ga Confer- 
ence, Hartford, Conn., May 23, 












Furnishing Help to Agents 


By FrRanK W. PENNELL 


I imagine they still do but that man’s name 
goes above every article, and he is the high 
salaried, front-page reporter of a erent metro- 
politan paper. 

Similarly, a good life insurance producer 
continually “scoops” his competitor. He knows 
about the changes that go on in the business 
world before they “break” as a general news; 
he knows who is making money and so has 
buying power; he knows about the new babies, 
the engagements, the marriages; he locates the 
new generation as it leaves the high schools 
and universities to enter business. He can 
“scent” a sale as easily as my Scotch golfing 
partner can retrieve his lost ball. 

By observation, by questioning, yes, and by 
imagination, he also determines—which is quite 
as important—those people whom he should 
avoid—those who have enough insurance, or 
too much; those who are too selfish to be un- 
selfish in respect to their families; those who 
are morally or physically unfit; those sliding 


backward instead of ahead; those countless 
others commonly classified as unhatchable 
China eggs. 


When your star reporter agent makes his 
“scoop” he almost invariably makes a sale and 
against sales resistance which is almost nil. 
His technique may be faulty, his tongue may 
be thick, but he gets the application and, so 
easily in many instances, that he may question 
his claim to the commission. While this is go- 
ing on, many the smooth working salesman, 
with the scientific end of his equipment down 
letter-perfect, who is attempting to make an 
unfertile egg produce something that will 
square him with his general agent and still 
leave him with his current month’s rent. 


GUIDANCE OF FIELD MEN 


My friends, what am I attempting to point 
out by these statements? Just this. If I un- 
derstand your status in your home offices cor- 
rectly, you not only direct the advertising and 
publicity of your companies, but, even more 
important, you help in the instruction and 
guidance of your field forces largely through 
the preparation of home office literature and 
field publications. 

A vast amount of sales material comes to 
you for your editorial selection and discrimina- 
tion. Much of this material must appeal to 
you as clever or smart or unanswerable. I say 
to you that all of it is sheer rot when shot at 
the man who is not a prospect, and never will 
be; and that much of it is rot even when used 
with a man who is a prospect. But I suggest 
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that you never discard material which will as- 
sist the man on the firing line in the develop- 
ment of a fine discrimination as to facts, an 
inquisitive mind, an ambition to “scoop” his 
competitor on every timely situation, and a 
“prospecting nose” as keen and as true as that 
of the finest setter that ever wore a ribbon. 


Since in years gone by I once directed field 
literature for a large Eastern company, perhaps 
it might be of some interest to you to know 
what my attitude would be were I to return to 
that desk to-day and start in where I left off. 

First and foremost, I would preach month 
in and month out and at every possible oppor- 
tunity, the value of time—the value of the habit 
of work. 

Remove its source of energy and the finest 
mechanism in the world will cease to function. 
Inject laziness and sloth into the finest equipped 
salesman in the world, and he will not produce. 
The great curse of most life insurance men, 
or any type of commission salesman for that 
matter, is their refusal to pay the price—their 
inability to organize and direct their own time. 

Put me back at my old desk again and I 
would work unremittingly to sell to every man 
with my company, the weekly quota idea of 
production—so much each week, fifty weeks 
each year. I would make it an obsession, just 
as I have made it a personal obsession during 
my nine years with the rate book. I would get 
out into the field and preach it to every one 
from the humblest right up to the most scin- 
tillating of the stars. 

Because, my friends, I believe that, as it is 
true of no other business under the sun, in- 
dustry and failure never were and never can 
be bed-fellows in the selling of insurance, and 
that, without exception, those men who have 
written their names in the largest script in the 
insurance production annals of this country 
are of the same type of hard, unceasing work- 
ers as are the outstanding successes in all other 
lines of endeavor. 

Again, I would strive to have the field forces 
of my company keenly awake to the import- 
ance of having at their fingers’ tips a compre- 
hensive knowledge of every fundamental con- 
nected with their business. Not, mind you, 
that this knowledge should be on constant pa- 
rade before their prospects but that it should 
be available instantly when required. 

It is not enough that a man know his own 
company, its policies, its rates, and its prac- 
tices, but he should read his trade papers re- 
ligiously—and no business is more singularly - 
blessed than ours in this respect—and he should 



































































THE .SPECTATOR. 


Thursday 


LIFE INSURANCE EDUCATIONAL SECTION 


also study the many other publications that are 
available, to the end that he is at all times 
abreast of his profession and able to discuss 
intelligently with his clientele trends and 
changes that are of concern and of value to 
them. 

Much indeed would I send out to my read- 
ers on the question of the special options of my 
company’s contracts. Stories, in vivid pic- 
ture form, and what these options mean when 
worked into income form. Stories, every issue! 
For in these special options ‘lies the great mo- 
tives that induce men to buy insurance and 
to keep it inviolate, once bought. 

I would keep hammering away with these 
pictures—even at the risk of reiteration, which 
is a price no editor likes to pay—because with 
only four or five per cent, if that, of the life 
insurance of this country on an income basis 
to-day—the talking points are innumerable; the 
benefits to the insured, invaluable and sorely 
needed; and the rewards to the agent, immeas- 
urable. 

I believe I should also talk repeatedly through 
my columns concerning the viewpoint of the 
buyer. Personally, I have never been able to 
visualize the man behind the desk—the man 
we hope to sell—as a sort of personal fort that 
has to be taken by frontal attack and by the 
high pressure “run-it-down-the-throat” method 
so much in vogue to-day. 

I have always had a great respect for that 
man behind the desk. I think that I can look 
out upon his horizon with my own eyes. I say 
this because I too sit behind a desk as a po- 








All This For 
$15.54 


Our new Whole Life Policy, 
on Individual Reserve Plan, 


based on American Men’s 
Table, with 414% interest, at 
age 20, costs $15.54, with Dou- 
ble Indemnity, Triple Indem- 
nity, and Total and Permanent 
Disability benefits. It has paid 
up and extended insurance 
values and cash surrender value 
of $626.39 at age 70. 


Other attractive policies on 
20-Pay, 30-Pay, and Paid Up at 
Age 65 basis. 


Splendid territory open. Ad- 
dress Superintendent of Agents 
Illinois Bankers Life 


Association 


Monmouth Illinois 
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tential buyer and salesmen come in to see me. 
I do not feel that I differ from any of you in 
this audience in a natural reluctance to be sold 
anything in the sense of being more or less 
forced into a corner and compelled to sign my 
name either in a desire to get rid of the sales- 
man or because I am not “hard-boiled” enough 


” 


to say, “no. 


HicH Pressure Meruops 


Countless sales are made, I grant you, by 
the high-pressure method, but such a method 
entirely overlooks that greatest principle in 
merchandising, namely, the repeat order—the 
building of a clientele. 





As a rule where a sale is a forced sale, the 
salesman is through for all time. He never 
can hope to come back to the same buyer and 
if he does it will do him no good. On the 
other .hand, if he has had as his primal objec- 
tive the taking of that man off the market 
permanently, in respect to his competition; if 
he has made of that man a friend; if he has 
permitted that man to do some of the thinking 
and some of the choosing; if he has sold to 
that man the thought of service, and then has 
lived up to it faithfully afterwards—then he 
has achieved two of the greatest objectives in 
selling: First, he has assured himself of the 
new business that will come from that man 
with the passage of the years and, secondly, 
he has made of that man a friend who will 
take pleasure in bringing his friends into the 
told. 

In this respect it might be interesting if I 
mention that out of sales last year of approxi- 
mately $1,500,000, over one million of this busi- 
ness was written on the lives of old policy- 
holders and -I fully expect this year to exceed 
the two million mark in repeat business. 

In illustration of the principle of permitting 
a man to buy rather than forcing him into the 
sale, I would also like to mention with pride, 
which I hope will be pardoned, that in all of 
the years that I have been in business I have 
yet to send back a single policy to a home office 
for cancellation despite the fact that very little 
of this business has ever been prepaid. And 
yet I know great numbers of agents who never 
consider their business as paid for until the 
check is in, and I know considerable also of 
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the great numbers of policies that are returned 
to the home offices at a terrific cost to the 
issuing companies. 

Again, I think I should discuss very, very 
often in the home office publications the ques- 
tion of the value of small policies—particualrly 
to the new agents. I would urge to these men 
the advisability of placing far up on the list 
of the company’s leaders in respect to volume 
of lives, as against leadership in volume of 
business. 

Personally, even to-day, I would rather write 
200 men for a total coverage of $1,000,000 than 
I would to write 10 men for a total of $1,- 
500,000. I say this because, in all probability, 
I would have at once exhausted the possibilities 
of the 10 men whereas I never could exhaust 
the possibilities of the 200 policyholders if I 
had been careful in their choice. 

It is a marvelous thing to write a man at the 
inception of his career and to go along the road 
with that man as his career opens up. Many 
the man I have written for a very small cov- 
erage in the beginning and have witnessed that 
small line grow and grow through repeat orders 
as that man became more and more success- 
ful. In other words, the little man of to-day 
is the big man of to-morrow and the chief dif- 
ficulty in selling a man once he has “arrived” 
is that the salesman who then attempts to break 
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in finds that some agent has gone along with 
that man from the beginning, giving service, 
understanding his ideas on life, assisting him 
in many ways, and hence is too strongly en- 
trenched ever to be displaced. 

It has further been my observation that over 
the past fifteen years there has been a tendency 
toward the standardization of salesmen. In 
other words, it would seem to me that there 
has been a marked disposition to attempt to turn 
out salesmen on the same theory that Henry 
Ford turns out cars; that is, a piece of human 
machinery built according to standard specifica- 
tions. 

If I were again an editor, in preference to 
this idea, I think that I should be inclined to 
urge every man to develop himself along 
natural lines. I think I should undertake to 
say to my readers that there are as many 
methods of selling life insurance as there are 
men in the business. I think I should caution 
the agent against throwing into the discard 
those methods which were creatures of his own 
personality and intellect in order to take on 
those of others who perhaps had made a little 
larger place in the sun for themselves. 

I believe it was Napoleon who once said 
“that in the knapsack of every one of my 
soldiers is the baton of a marshal of France” 
and, as a corollary, I believe that the lowest 
men on the lists can work into the highest 
brackets if they will only be themselves—if they 
will only spend as much time in developing and 
analysing their own abilities, as they do in at- 


tempting unreservedly to adopt the ideas and 
methods of others. 


ActuaAL HapreNINGS SHOULD BE CITED 

Very frequently, in fact, several times a year, 
I think I would write articles for the agents 
—giving illustrations of actual happenings in 
the field—of the great value of the art of be- 
ing a good listener. In other words, I believe 
that countless sales are lost because of the 
agent talking himself out of the picture but 
rarely has a sale been lost where the prospect 
is permitted, without interruption, to discuss 
the things which are of most interest to him. 

Therefore, I believe it is of exceeding im- 
portance that the agent, preparatory to his in- 
terview, endeavor to find out in advance those 
things his prospect is most interested in, espe- 
cially as to his hobbies. 

Perhaps it is golf or tennis, fishing or gun- 
ning, baseball or football, prize fights or horse 
racing; it may be gardens or flowers; it may 
be knitting needles or bumble bees, but, what- 
ever it is, you may be sure that the prospect, 
in the beginning at least, would far rather in- 
dulge himself in an exposition of his particular 
hobby to a receptive audience than to permit 
you immediately to indulge yourself in an ex- 
position, to an unreceptive audience, of your 
favorite idea of life insurance. 

Many, many illustrations of this rule come 
back to me as I think over my own experi- 
ences, or as I hear of the experiences of other 
agents, and therefore I feel that it is of para- 


mount importance that the salesman have a 
superficial knowledge at least of nearly all of 
the pastimes and recreations that are of such 
vital interest to those with whom he is at- 
tempting to establish contacts. 

One thing that I have never been able to un- 
derstand is why so many men who have long 
been in the agency end of life insurance persist 
in talking net cost, and contract, and the “grand 
old company” in preference to talking the great 
value of intelligent agency service. 

Last month I discussed with Winslow Rus- 
sell the great turn-over in the agency ranks 
as evidenced by the figures brought out re- 
cently by the Life Insurance Research Bureau 
of Hartford. As I recall, out of every 200,000 
men under contract in any one year, some 60,- 
000 failed to survive their first year in the 
business. 

To me, this means but one thing, to-wit: 
That all the people who have purchased. life 
insurance from these short-lived salesman have, 
in a sense, been defrauded. They are paying 
to the companies a premium carrying with it 
a renewal commission—that renewal commis- 
sion entitling them to agency service, which, 
by the very nature of things, can never be as 
successfully given by the general agent, or by 
the company, as by the agent of record, assum- 
ing that agent of record to have been a fixture 
in the business, and capable of giving the same 
service that veterans in the business can and 
do give. 

To-day, with possibly 1000 clients on my 








HE construction of a fine, lasting 
Life Insurance structure depends 


















toa great extent on the efficiency of the 
field man, and if the field man is to 
achieve the best results, he must be 
supplied with the finest material and 
mplements with which to build. 


Those which The Guardian provides 
for its field force are of proved value, 
evidence of which is to be found in the 
record of -he Company’s progress and 
the individual success of its fieldmen. 
A connection with The Guardian may 
prove to you to be “the right place 
for the right man.”’ 





T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 
Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 














AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 
INDIANAPOLIS 








Established 1899 








HERBERT M. WOOLLEN 


PRESIDENT 





























THE ‘SFECTATOR 





Thursday 






















































—1926— 
ANOTHER ONWARD 
MARCH YEAR 


Total of new Life Insurance issued, increased 


and restored (paid-for) for 1926: 


$158,331,102 


Last year was the eighth consecutive year in 
which this Company has shown a gain in 
new paid-for business over the preceding 
year. 





The total of life insurance in force on De- 


cember 31, 1926, was: 


$909,479,363 





BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 


Des Moines, Iowa 


OVER 30 YEARS OF INSURANCE SERVICE 


SUN LIFE INSURANCE 
COMPANY OF AMERICA 


HOME OFFICE BALTIMORE, MARYLAND 


The most liberal Ordinary Policies from age 10 to 
age 60. Insurance on men and women. Many 
unique policies; liberal Annuity contracts; sub- 
standard service to our full-time agents. 

Industrial Insurance from birth to age 65. 


' THE ONLY NON-PARTICIPATING COMPANY IN THE HISTORY 


OF AMERICAN LIFE INSURANCE TO PAY VOLUNTARY DIVI- 
DENDS ON NON-PARTICIPATING ORDINARY POLICIES 


ASSETS OVER $6,000,000 
INSURANCE IN FORCE OVER $75,000,000 























THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian National Agents can offer the best in 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Columbian National Policies 
make selling easier 


Policies backed by one of the very strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. Exceptional oppor- 
tunity is offered to salesmen of character and ability. 
Communicate at once with 

Agency Department 
77 Franklin Street, Boston, Mass. 
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INSURANCE 


smeios Total claims paid 27, years ending 
December 31, 1926, $51,810,954.80 
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Home Office—Kirkwood Bldg., Kansas City, Mo. 
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books, I find at least 50 per cent of my time 
going to them in service of different kinds. 
Some of this service is service that the com- 
pany or the general agent could perform, but 
the greater percentage of it is service apart 
from the contract. 


With most men a life insurance policy is 
subject to constant evolution. Contracts 
change; the policyholder’s needs and position 
in life change. Income agreements drawn to- 
day are obsolete to-morrow; new laws come in 
to change the picture; premium notices go 
astray; days of grace expire. Policy loans 
have to be negotiated very often on almost an 
instant’s notice. Death claims arise, involving 
questions that only the deceased and the agent 
had a clear understanding of or any sympathy 
with. I think I may say without fear of con- 
tradiction that, of far greater value in the con- 
servation of business than the combined effort 
of the general agent and of the home office, is 
the quiet work of the established agent; and 
that much of the lapsation, which all of you 
know is extremely costly, may be directly at- 


THE SPECTATOR 





INSURANCE EDUCATIONAL SECTION 


tributed to the heavy mortality rate among 
agents, owing to poor selection. 

Therefore, in my columns, I think I should 
urge the company’s proven salesmen to get 
away from so much talk of contract and of 
cost and to get across to their people the great 
idea of the service to which they are entitled, 
and which they certainly will enjoy if they 
make as careful a selection of their agent of 
record as they do of the company which is to 
have the contract. 

In passing I should like to pay tribute to the 
wonderful results which have been achieved 
by the Phoenix Mutual of Hartford under the 
leadership of Vice-President Russell, in reduc- 
ing its field force, and in choosing, and then 
carefully training, a type of producer who isn’t 
whipped before he ever starts. They have 
blazed a trail which I hope, in the best inter- 
ests of life insurance, all the companies will 
ultimately follow and one which I believe all 
agents who have long been in the business 
heartily subscribe to. 

There are many other points which I would 
discuss in my columns at frequent intervals, 


SIX MEN 








We have six new terri- 
tories for six good men 
under real general 


agents 


contracts. 


Address 


The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 





but my time is nearly up and I should like only 
briefly to mention them. 

Many the agent guilty of that old fallacy, 
of thinking that the distant pasture is green- 
est. It is my own belief that, in these days of 
big business and huge corporations, it is possible 
for an agent to write an excellent volume by 
confining himself to one or two or three of 
such institutions. 

Certainly if it is possible for some agent in 
a small city of 6000 to 15,000 population—and 
there are many such agents—to write a million 
a year it is equally possible for a man in a large 
city to write a similar amount if he will only 
work as intensively in some one institution as 
does the small town or city agent in his com- 
munity. , 

Since you are advertising men, think of the 
self-advertising possibilities which are open to 
the agent who has created a strong identity in 
a certain institution, or industry, or section of 
a city! 

He is thereby enabled to keep in constant 
touch with his policyholders. He gets the news 
of events that spell business for him as easily 
and as quickly as does his small city con- 
temporary. Acquaintances and mere clients 
develop into friends through frequent contacts. 





ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 
erence required. Write. 


A. E. JOHNSON, Asst. to Pres. 
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Chicago, Illinois 
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ANNOUNCEMENT 


The JUDEA LIFE INSUR- 
ANCE CO. begs to announce 
the opening of its Home Of- 
fice at 44 Kast 23rd Street, 
corner Fourth Avenue, New 
York City, where it is pre- 
pared to receive applications 
for LIFE INSURANCE and 
ANNUITIES on the estab- 
lished plans. 


The JUDEA LIFE INSUR- 
ANCE CO. is chartered under 
the Laws of the State of New 
York, and counts among its 
supporters numerous indi- 
viduals and organizations af- 
filiated with the Zionist 
movement. 


For information respecting 
the Company, apply in per- 
son or in writing. 


Judea Life Insurance Co. 
44 EAST 23rd STREET 


Corner 4th Avenue 


NEW YORK CITY 


Telephone ASHland 9103 


















INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B.A., F.R.A.S. 


Third Edition—Revised and Enlarged 








Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University. 
In the THIRD EpiTIon the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages - $3.00 





Insurance Office Organization 


Managements and Accounts 
By T. E. Younc, B.A,, F.R.A.S., and RicHarp Masters, A.C.A. 


Second Edi*ion—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
Younc points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
Young, and are elaborated in succeeding chapters by Mr. MASTERS 











Physiology and Anatomy. By Dr. Harold Gardiner. A 
concise and clearly written treatise, with numerous illustrations. 
It also contains chapters on the common diseases and accidents 
(including industrial diseases), and a list of everyday medical 
terms. The book is designed particularly for insurance men and 
lawyers. 414 pages; cloth binding. 


Price, post paid, $3.00 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.50 


Accountancy. By Francis W. Prxiey. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view The latest exposition of the science. 318 pages. 


Price, post paid, $2.25 


Pitmans Secre‘ary’s Handbook. A complete secretary's 
manual prepared by HERBERT E. Bain. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
viduals. (Second Edition, revised, omitting joint stock secretary- 


ships.) 
oii Price, post paid, $1.50 


Principles of Marine Law. By Lawrence Duckworth. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features: 

Price, post paid, $2.25 

















Office Organization and Management. By Lawrence R. 
Dicxseg,.M. Com., F.C.A., and H. E. BLain. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
ee tion under the most improved and up-to-date methods. 


ges, cloth. 
peter Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHicaeo OFFICE 135 WiLtiaM STREET 
QNBURANCE EXCHANGE NEW YORK 











May : 


These - 
prestige 
are des 
docume 
througt 
‘Jaw 0! 
he meet 
Because 
serves | 
his gre 

I sho 
their b 
of life 
leaders 
One of 
my priv 
Yost—t 
that 
I might 
hobby < 
dulge h 
helpful 

If yo 
derstanc 
method 
“An En 
at the / 
English 
for any 
he belo 
pointed 
dent of 
humble. 
outside 





A 
Re 











‘sday 


er De 


ee ee 








May 26, 1927 
LIFE 


These friends add to his popularity, and to his 
prestige; he knows well in advance those who 
are destined for progress. His best canvassing 
document is a list of his clients, permitting him 
through such lists to make effective use of the 
‘law of imitation” with the new people whom 
he meets along this “Main Street” of his own. 
Because of this intensive work, he greatly con- 
serves his time which, in the final analysis, is 
his greatest asset. 

I should urge upon my readers the value of 
their becoming interested in activities outside 
of life insurance. I should advise them to be 
leaders in civic or social or political circles. 
One of the most splendid men it has ever been 
my privilege to know—his name is Fielding H. 
Yost—has one of the finest hobbies in the world 
—that of building men out of boys. I think 
I might suggest to my readers that the finest 
hobby a life insurance man possibly could in- 
dulge himself in would be the hobby of being 
helpful to others. 

If you will bear with me, and because I un- 
derstand it to be the “according to Hoyle” 
method of ending a talk, permit me this story: 
“An Englishman and an American were dining 
at the American’s club in San Francisco. The 
Englishman remarked that it was impossible 
for anyone to become King of England unless 
he belonged to the Royalty. The American 
pointed out that anyone could become Presi- 
dent of the United States; no matter how 
humble. Just than a street-cleaner went by 
outside of the window. Said the Englishman: 








American Life 
Reinsurance Co. 


OFFICES 


DALLAS 
HOME OFFICE BUILDING 


CHICAGO 
29 S. LA SALLE ST. 


PROMPT SERVICE 
FROM BOTH OFFICES 
MAXIMUM SECURITY 
TO TREATY HOLDERS 


A. C. BIGGER, President 


MORTON BIGGER, Secretary 
C. W. SIMPSON, Medical Director 
BERT H. ZAHNER, Chicago Mgr. 
MERLIN OATES, Actuary 
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“Do you mean to tell me that that man out 
there could become President of the United 
States?” The American looked at the street- 
cleaner, thought a few minutes, then replied: 
“Well, I guess I will have to modify my state- 
ment slightly. That fellow out there never 
could become President of this country—he is 
pushing that stuff against the wind.” 

In this talk, my friends, I have tried neither 
to push against nor with the wind, anything 
bordering either on theory or fancy. Rather 
have I tried to point out certain fundamentals 
which any human being can follow, and which, 
if faithfully lived up to, can never result in 
failure. 

Whether you agree with this talk or not, I 
am going to be amply compensated for coming 
to Hartford for this occasion because, as a 
bootlegger once said to me: “It isn’t the money 
I make—it’s the nice people I meet.” 








MICHIGAN . 
INDIANA 
ILLINOIS 
KANSAS 
MISSOURI 
PENNSYLVANIA 


We want some live wire organizers to 
train salesmen in our monthly pre- 
mium paying Accident and Health 
Department, in above States. High 
grade proposition to men who can de- 
liver—Write at once to 


INCOME GUARANTY COMPANY 


(Stock Compayn) 
Drawer 422 South Bend, Indiana 




















A Firm Foundation 


With more than three-quarters of a 
century of success and achievement back 
of it, the Massachusetts Mutual is in a 
position to progress along lines that have 
been thoroughly tested. 

This position is made more desirable 
because of the maintenance of principles 
and practices of high character which 
have molded the three divisions of the 
Company—Home Office, Field Force, 
and Policyholders—into an organization 
whose reputation for stability and fair 
dealing is universal. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Organized 1851 














Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 
$4,696,313.08 on Deposit with the 
Indiana Insurance Department 


$567,115.17 Surplus Protection to 
Policyholders 


$45,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance in Force 


TERRITORY OPEN IN 
ILLINOIS, MICHIGAN, 
ARKANSAS, TENNESSEE, TEXAS, IOWA 
AND CALIFORNIA. 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 














North American 
National Life 
Insurance 


Co. 


Nashville, Tennessee 





Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


Chas. M. McCabe, President 
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Central States Life 


Insurance Company 
St. Louis, Mo. 








General Agency Openings 

in 
ILLINOIS 
MINNESOTA 
SOUTH DAKOTA 


FLORIDA 
TEXAS 
UTAH 





Assets $6,500,000 





Insurance in Force 
$65,000,000 











GET THIS BOOK! 




















A Progressive SURETY and CASUALTY Company 


NOW READY 
THE SUCCESSFUL AGENT 


By William Alexander 


OW THOROUGHLY REVISED, this volume 

is a practical demonstration of valuable selling 
methods that will put money in the pockets of 
general agents, agents, brokers and life insurance 
beginners. Mr. Alexander is the author of the 
famous Alexander Educational Course in Life Ins- 
urance and is one of the foremost trained writers 
on the theory and practice of the subject. 


THE SUCCESSFUL AGENT, published by The Spece 
tator Company, describes the opportunities of life 
insurance as a career; defines: the application of life 
insurance canvassing; and shows the reader how to 
handle prospects so that sales will be properly made 
and closed. 


It may be purchased by those who wish to have 
in a single volume, a complete and comprehensive 
treatise on salesmanship and a clear explanation 
of the foundation principles on which all sound life 
insurance rests. 


If you want to know your business, be a success- 
ful life insurance salesman and have the background 
for applied sales effort which will make you a pro- 
fessional producer and bring you a constantly-in- 
creasing income. 


ORDER YOUR COPY NOW< 


Price, $2.50 


THE SPECTATOR COMPANY 


Insurance Exchange 135 William Street 
CHICAGO NEW YORK 




















GET THIS BOOK! 




















